Next Week 
You Will Find 
in “The Recorder” 


What Goes Into Shoes—and Why? 


“Shoes ain’t got no value” is the 
crude expression of a price-shooter who 
remembers back to the day when 
“Kighty Cent Kelley” sold creole bals. 
Those days are not again in the mak- 
ing. A better shoe, at a better price, 
is on call. The ablest merchants of 
the country stand for wise buying, 
careful merchandising, clean stocks, 
small net profit and on the sound prin- 
ciples governing the successful conduct 
of retail business. 

It is refreshing to note the return to 
standing of these merchants every- 
where, despite the whisper in the trade 
that some of the volume buyers of foot- 
wear are writing their orders some- 
what after the following manner: 


20 cases number 1234 
30 cases number 4321 
10%, 30 days, O.T.C. 
The O.T.C. is interpreted as meaning— 
“Option to Chisel.” 


The merchant now wants to know 
what goes into the shoe and why. He 
stands ready to introduce customers to 
more new things, in a wider variety of 
types and materials. The merchant 
now bodly adopts and recommera: to 
customers new footwear commodities. 
They will have a place in this issue. 

Iso, we will tell of the increased in- 
terest by merchants everywhere in 
what goes into a shoe. Footwear is 
today more than a treat for the eye. 
It must stand up and serve. This is- 
sue, then, reveals progress in the arts 
and crafts of shoemaking—as it plays 


a part in the story told to the inter- 
ested customer at the fitting stool. 





BOOT AND SHOE 
RECORDER 


with which is combined The Shoe Retailer 
Division of United Business Publishers, Inc. 


Copyright 1931 by the Boot and Shoe Recorder Publishing Co. 





NEW YORK—September 5, 1931 





IN THIS ISSUE 


Observations and Comment 
By Madame Hamilton Jeffries 


‘Individual Responsibility the shinai 
Essential 


Trends on Fifth Avenue What Some Smart Shops Are Showing .18 


To Sale or Not to Sale 

From the Editor’s Angle 
Return of the Full Dress Suit 
Now Comes “Shelter” Footwear 


New Shoes for Basketball Opportunity for Shoe Stores to Get 


Extra Business 


They Still Respect Quality By Walter Fanning 


Ideas Worth Using A Page of Practical Selling Suggestions 38 


To Harmonize with Black, Brown, Red 


Hosiery Grows Darker 
and Green 


What's New in Hose Getting Away from Price Appeal 


Shoe News About People and the Trade 


Business Barometer Changes, Embarrassments, New Stores 77 








Published by BOOT ann SHOE RECORDER PUBLISHING CO. 
239 West 39TH STREET, NEw YorK CIty 


EVERIT B. TPRHUNE, President 
WILLIAM M. LEBRECHT, Vice-President and Treasurer 


Vice-Presidents 


H. WALTER SCOTT, BERNARD C. BOWEN, CHARLES H. FURBER 
ARTHUR D. ANDERSON, Secretary 


Directors 


In addition to the above-named officers: 


A. OC. PEARSON, HUGH M. BOWEN, L. F. DUTTON, R. L. SEWARD 


CHICAGO 
Republic Bldg., State and Adams St. 


ROCHESTER 
115 Ellwanger and Barry Bldg. 


The subscription price of 
FOR 


anv SHop RECORDER is $3.00 for one year, 
REIGN SUBSCRIPTION—The price to foreign 


Editorial Staff 
ARTHUR D. ANDERSON, &ditor 
RAYMOND L. FITZGERALD, Managing Editor 
MME. HAMILTON JEFFRIES, Fashion Editor 
HARRY R. TERHUNE, Field Editor 
Associate Editors 


HARRY F. BAKER 
GEORGE E. GAYouU 


OWEN A THOMAS 
FRED A. GANNON 


Branch Offices: 
Sr. Louis 
1627 Locust St. 


PHILADBLPHIA 


Boston 
140 Federal St. 1201 Chestnut St, 


CINCINNATI 
501 First Nat. Bank Bldg. 


eS poo [—_ includes postage in te United States, its posession and Canada. 


countries except the above is $10 per year including posta 


All ana are payable in advance. Single copies 25 a 





Entered as second class matter Sept. 19, 1925, at the Pos 
Member, Audit Bureau of Cireulations: 


at New Yor under the oie of March 3, 1879 


Office , 
Member, havemanes Business. Papers, 







































NUMBER 521 
BLACK CALF 
IN-STOCK 
$3.40 





NUMBER 506 





NUMBER 532 
BLACK CALF 
IN-STOCK 
$3.40 


NUMBER 513 


BLACK CALF BLACK CALF - 
IN-STOCK IN-STOCK 
$3.40 $3.40 





NUMBER 509 


NUMBER 536 
mare ae BLACK CALF 
NUMB 
_— a ca 
IN-STOCK 
$3.40 





MAIL - WIRE - PHONE 





NUMBER 500 NUMBER 505 
BLACK CALF BLACK CALF 
—— NUMBER 605 
IN-STOCK TAN CALF 
33.40 $3.40 
* * 
iF MOST 
YOU STICK TO MERCHANTS 
THE HILLS LIKE THE 
YOU'LL SCOTCH SEAMS 


NEYER GET IN 


THE DEPRESSIONS 


* 











HUDSON, MASS. 





ON HILL SHOES 


THEY NEVER GIVE 


* 








is 









Boot AND SHOE RECORDER 
10 combining THE SHOE RETAILER, Sept. 5, 1931 





BOOT AND SHOE 


KRECORDER send 


Vol. XCIX, No. 26 


September 5, 1931 


The VOICE of the TRADE 


Si cins is a pleasure 
once more. Never was a time 
when organizations, large and 
small, believed so in courteous sal- 
utation to the cash dollar. That 
day when the credit account was 
the No. 1 thing in every mer- 
chant’s business, has given way to 
a new appreciation of the cash 
dollar. We hope that business will 
continue some of the admirable 
courtesy consequences of this de- 
pression. 


ah ly 


What a joy it is to sense the 
courtesy of salesmanship in every 
form of endeavor. We, however, 
see no reason why shoe merchan- 
dising should lose its sense of bal- 
ance. When a store offers a pair 
of theater tickets, a pair of hosiery 
and an overnight bag, as added in- 
ducements to the sale of a single 
pair of shoes, we sense sales wild- 
ness in its most absurd moments. 
In the hysteria to sell more pairs, 


do not step into the guarantee 
game as one merchant did, by 


guaranteeing sixty days of satis- 
factory wear for shoes selling at 


$3.95 a pair. 
In another way, it is all right to 


be hungry for a sale, but hound- 
ing a customer to buy carries the 


practice a bit too far. In some 
cases it is hard for a customer to 


get out of a store without buying, 
for there is a two, three and four 


turn-over system, in the hopes that 
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the technique of at least one of the 
higher-ups will complete the sale 
of an unwanted article. 


*x* * * 


| J. Lyons 
was featured in “Sales Manage- 
ment” as the ‘‘Million Dollar Sales- 
man” of Surpass Leather Com- 
pany. He tells salesmen nationally 
how he overcame a price hurdle. 
The selling problem was as fol- 
lows: 

A shoe manufacturer making a 
quality line had been listening to 
the story of many leather satesmen 
recommending the use of a cheaper 
quality leather and thus following 
the down trend. In this frame of 
mind, the buyer was already think- 
ing up devices to cut Lyons’ price— 
no matter what it was, Lyons tells: 

“With such a prospect, it would 
be stupid to buck his ‘line,’ so I re- 
versed my field and showed him 
the advantages of not buying a 


poorer quality of leather, but a bet- 
‘ + aaredserey Tue. co. 


“8 yay 


ter quality, putting more value into 
his product and aging this sales 


weapon on the retailer. I accom- 


plished this by showing the prospect 


a new use for a type of skin I dealt 


in. Thus I beat him to the trigger. 


, He bought over $100,000 footage 


of leather with which he in turn 


expects to beat the retailer to the 


trigger.” 
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Lee E. Langston, 
long and lanky cowboy and a superb 
horseman, is now riding an Enna 
Jettick steed. He stepped out of 
the saddle to work in a shoe store 
many years ago. After a year’s 
tossing of the fitting stick, he be- 
came manager of the Beacon Shoe 
Store at Ft. Worth. Successive 


years brought him greater respon- 
sibility until he finally became presi- 
dent and general manager of the 
Beacon Shoe Company, No Texas 
convention is complete without him 
for he has served in every capacity 
from member to president of that 
association; and in the National 
Shoe Retailers Association he has 
served long and well until he is now 
vice-president in the national body. 
For the past six years he has super- 
vised the Beacon stores in many 
States — riding the rattlers and 


gathering friendships as he goes. 


He now joins up with Buford H. 


Jones, a fellow Texan, in merchan- 


dising the Enna Jettick shoes of 
Dunn, McCarthy of Auburn, New 


York. 


Ride along, cowboy. The trade 
wishes you well, 


* * * 


Dr. Joseph Lelyveld 


of Rockland, Mass., lives so close 


to shoes in their making that it is 


somewhat of a tribute to the shoe 
industry that he was elected presi- 
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dent of the Nationa) Association of 
Chiropodists in convention at Los 
Angeles last week. This is one 
professional field with a. future 
of service opportunity to the young 
man who will first get a thorough 
medical and anatomical education 
and then learn the specialized ser- 
vice to feet. In the next decade 
more people will learn the neces- 
“seeing your chiropodist 
for foot care is the 


sity of 
once a month” 
next great service to mankind. 

Congratulations to the National 
Association of Chiropodists on 
such an alert and aggressive leader 
for the coming year. 


Avo 


Ve 


ou 
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Shoe measurements 
began, according to a legend, when 
King John of England stamped his 
foot on the ground and said : “There 
is a foot; let it be the measurement 
from this time on.” 

In 1886, a group of shoe last 
manufacturers met in Boston and, 
after deliberating two days, dele- 
gated one of their number to draw 
up a report on the standardization 
of the last. The delegate took a 
large piece of wrapping paper, laid 
it on a table, and in two hours 
evolved the standard lasts which 
have since been used in the shoe in- 


dustry.” 
ee 


manager of the Marbridge Build- 


ing, New York City, is known to a 
world of shoe men for favors ren- 
dered. Last Sunday night, a shoe 
traveler needing to pack a trunk of 
samples to catch the midnight train, 
phoned Mr. Macdonald at his home. 
In a twinkling he left Westchester, 
shot into New York and had the 
sample room opened, aided in the 
packing, had a taxicab at the door 
and put the traveler on the train— 
a minute before running time. 
When you are in New York take 
a look at his desk which has infor- 
mation on every man in the build- 
ing, his line, price range and 
service. He has given to the Mar- 











bridge Building the title; “The 
Shoe Center of New York.” 


* xk x 


A.N. Blake, 
president of the Watson Shoe Co., 
Inc., Stoughton, Mass., recently 
presided at one of his factory fore- 
men’s meetings. He told the Wat- 
son workers something pf the prob- 
lem of quality. The next morning, 


there was placed on his desk this 


bit of verse: 


LAMENT OF A SHOE MANUFACTURER 
It’s a great old game; this making shoes, 
Sometimes we win; sometimes we lose; 


It’s a game of chance all the way 
With a peck of troubles every day. 


Now, me, for instance, I’m a man 
Who tries to make shoes as best I can; 
And every day from morn till nig’ ‘ht, 


I cuss and holler ‘cause things ain't right. 


If the uppers are good, the soles are bad 

Or the repairer blooms to make me sad, 

Even if the shoe is right, the price is wrong 
And I have to pinch to get along. 


A while ago I made a shoe, 
It looked just great, the fit was true; 
But alas! my salesman cried my name, 


You did a good job, but it’s all in vain, 


“Why?” says I, “‘that shoe’ "sa wow! 
Surely you can ‘sell it now 
“Oh, nol” said he, “that shoe’s a flop, 


The price is too near the top 


It’s things like that that make me sore, 
If a shoe’s worth five you can’t get. four; 
I’ve tried all ways to dope it out, 

But I can’t see what it’s all about. 





I tell my foremen what to do, 

How to make and “yz my shoe 

And they say, “Yes, I gga you ‘re Tight”; ‘ 
But guessing doesn’t help my pligh 


No matter what I do or say, 

There’s some new trouble every day; 
If the quality’s up, the price is down 
And constantly I wear a frown. 





At night I lie down and try to rest 

But all the while I’m in a mess, 

’Cause the dawn will bring me more bad news, 
More hard luck stories and more bad shoes. 


But though it’s tough and gets | my goat, 
And orders sink instead of float; 

I'm still hanging on with all my might, 
And still keep cussin’ ’cause things ain’t right. 


It was written by the odd shoe 
boy who left high school a year ago 
and, after working in the Five and 
Ten, landed at the shoe factory. In 
less than six months he sensed the 
psychology of the shoe manufac- 


turer. 
ek ot 


Juiius A. Goldberg 
of O’Connor & Goldberg, Chicago, 
speaking from his style-testing 
salon on Fifth Avenue says: “This 
fall and winter women will pay 












more attention to their dress and 
to beautifying their feet than ever 
before, for women realize that they 
have the power to lift men from the 
thoughts of business depression 
and to make more cheerful his out- 
er business life. I can see a definite 
evening trend toward gorgeous, 
elaborate sandal types of footwear 
in keeping with this thought. We 
see an expression of chic in the new 
hats for women and the next phase 
will be the glorification of foot- 


wear.” 
x * * 


W. J. DeWitt, 


president of the Shoe Form Com- 
pany of Auburn, N. Y., took as his 
motto, “It Can Be Done.” But a 
few short years ago, his company 
could hardly be classed in impor- 
tance above a push-cart business. 
However, the idea behind it was 
sound and with driving force he has 
moved from one factory to another 
—each an enlargement—until now 
he has had to add a still larger fac- 
tory building to insure output. 
First Shoe Forms, then Fairy 
Hosiery Forms and now a line of 
toy motor boats made from the same 
basic material. Step by step, 42 
patents have been issued—largely 
covering shoe forms. Five of these 
have been granted since the first 


of this year. 


* * * 


Detroit is a man’s town 
for we now learn from the Census 
Bureau that there are more men 
than women in the automobile 
capital of the world. In 1920 there 
were twice as many men as women. 
Today for every 100 women, there 
are 108 men. 

In New England, there is actu- 
ally a male deficit—97.2 for every 
100 females. In the broad open 
spaces of the mountain states, 
where men are males to the Census 
Bureau, they are in the ratio of 
111.3 and along the coast states 
they are 108.7. 

Does this mean anything in the 
sale of men’s shoes? By and large 
the country over, we are fast ap- 
proaching a state of numerical sex 
parity. There is something wrong 
with the sale of men’s shoes this 
year for production is 9 per cent 
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off from the 1930 totals of men’s 
shoes made. 

It is time for the men-plus states 
to learn to sell every male an extra 


pair of shoes this year. 


* * * 


The Mayor of New York, 
James J. Walker, one of the best 
dressed men in public life, is 
credited with bringing a thrill of 
American masculine style to the 
Riviera. He has evidently taken 
fashionable Europe by storm, for 
in his wake comes many an item of 
fashion news. The other day at 
Cannes, overlooking the Mediter- 
ranean Sea, he discovered during 
the Cocktail Hour that with very 
few exceptions, the women were 
wearing beach pajamas of every 
hue. Most of the women wore 
sandals—“their toes as carefully 
groomed as their finger nails, with 
each nail colored differently, Men 
appeared in flannels of white, blue, 
red and green—with blouses either 
matching or contrasting.” 

The Mayor was dressed a bit 
himself. He appeared in white 
trousers dotted with brown, a beige 
double-breasted coat and vest, soft 
silk shirt, white canvas shoes with 
brown leather straps and a white 
Panama hat with a beige band. 
Among his purchases were several 
navy blue shirts and carmine 
trousers. 


F lorida get busy. 


The report that there are not 
enough alligator skins continues 


current. It applies, of course, to 
the fine trade, which insists that 
its alligators be genuine, perhaps 
more so than in the case of any 
other genus of the reptilian class 


of leathers. 
* * * 


Wen Messrs. 


Feltman and Curme pooled their 
frugal savings and started the or- 
iginal small store in Richmond, 
Ind., neither one of them dreamed 
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Ask Me Another 


—Is there no consoling business news? 

—Yes, a great deal of it. Here’s an item: 
The volume of fire insurance premiums is 
increasing. 

—Why is that particularly encouraging? 

—Because it forecasts increasing stocks of 
goods. It means that somewhere there 


are business men with confidence, and as 
soon as their confidence is imparted to a 


sufficient number of others we shall all 
forge ahead. —- 


Sous OTe 


President 





that one day they would be ex- 
panded into a nation-wide chain. 
They have opened a new store in 
Chicago on a rather historic shoe 
spot—the same store which Curt 


Wolfelt fitted and furnished so 


elaborately when he took Chicago 


by storm some ten years ago. [ni 
fact, the name C. H. Wolfelt, 


chiseled in black marble and inlaid 
with gold, still remains over the 


door. 


Aside from this bit of business 
romance, there is this point to con- 
sider. The most successful chain 
stores in the country today are the 
outgrowth of small beginnings— 
where the fundamentals of good 
shoes and good service combined 
with toil and talent, Jead on to real 


success. 
*x* * * 


ie James, 
infamous outlaw, died with his 
boots on. It is a short jump from 
Hannibal, Missouri to Springfield, 
I}l., but just the same one of the 
boots is on display in the window 
of Frank W. Siebert Shoe Com- 
pany. The shoe is in strange com- 
pany for there is a Marie An- 
toinette slipper, a Chinaman’s san- 
dal, Belgium, Dutch and Turkish 
shoes and a few American old 
timers—side lace McKay shoe and 
an infant’s wire nail shoe. The eye 
appeal of a window permits of 
many themes and the historical one 
is always an attraction. 





TOUGH CUSTOMERS—And How to Sell ’Em 


Gunmen, as a class, are difficult to please and extremely fussy about their footwear. But 
it’s wonderful the way some of those hard-boiled boys respond to a bit of high pressure 
salesmanship. 
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| What Will She Wear This Fall 
Four Major Types in Dress 
and the Shoes That Go with Them 


The Beltless Coat. Fastened high 


on the side very much befurred, with a high tilt to 
the ‘collar, this is the*important street costume for 
the fall and winter. Because of the large armholes 
of this season and the leg of mutton sleeves with 


am & 


THE SHOES THAT GO WITH THIS OUTFIT 


Tailored or semi-dressy oxfords in suede, kid, patent, Boroso, pin 

seal, calf, alligator and many combinations. Popular heels heights 

15/8 to 18/8 inches. Cuban boulevards and spool effects with new 
lines and finishes. 


vA 


yay 
— | ~~ 








much fur around the elbow and upper arm, the sil- 
houette is expressed with all the trim and weight 
above the waist. Hence the pump and tailored or 
semi-dressy oxford in suede, kid, patent, Boroso, pin 
seal, calf, alligator, and many combinations. 

Coat materials are diagonals, flecked rough surface 
and roguish looking novelty weaves. The colors are 
black, brown and green with cherry, rust and prune 
tones. Hence shoes will be styled in suede combina- 
tions with tips and quarters of alligator, calf, pin 
seal, Boroso, kid and Morocco. 

Lower heels are accepted, but with new lines and 
15/8 to 18/8 are the popular heights. 
Cuban boulevards and some spool effects are selling, 
also the tuck in feature. 


finishes. 


The Woolen Dress 


The second theme to watch is the woolen dress of 
bright or dark shadings. Note the enlarged armhole. 
Sheer woolens in combinations of satin and crepe are 
new in their inception. Many of the frocks are cre- 
ated with the satin blouse cut on bias and diagonals 
with a sheer woolen skirt of the same shadings or in 
direct contrast. For example: A green silk blouse 
with a brown woolen skirt fitted up in diagonals so as 
to create part of the waistline, or the wine red blouse 
with brown mixtures, or again the rust with brown 
and piped in contrast. Diagonals and vertical lines are 
featured in the weaves. With most of these novelties 
or two-tone themes the dark brown shoe is correct. 

Here, however, the two surface materials may be 
combined in footwear. Shoes are a little dressier 
than a tailored town shoe and a little more enticing 
than the shoe we have come to think of as the regu- 
lation spectator type. For example, odd tips with 
pinked edges, contrasting pipings and_bandings,. 
saddles broken and stream effects, Greek key motifs 
in top line bandings underlaid in contrasting or 
matching perforations, cluster or sequence ; open plug 
effects in two eyelets ties, grosgrain ribbon and 
braided laces, unlined calf snuffed and finished so as. 
to be worn without linings except in the counter. 


Vie Afternoon Frock. 

Favored in all lines of velvet, satin or sheers,. 
trimmed in lace or strass, this is a dressy reflection of 
antique elegance. Black, dark brown, colonial brown, 
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By MADAME HAMILTON JEFFRIES 
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THE SHOES THAT CO WITH THIS 
OUTFIT 


A little dressier than the tailored town 
type or the regulation spectator shoe. Odd 
tips with pinked edges, contrasting pipings 
and bandings, Greek key motifs, open plug 
effects in two eyelet ties, grosgrain ribbon 

and braided laces. ————_> 


THE SHOES THAT GO WITH THIS 
OUTFIT 


Combinations of various leathers and fab- 

rics. Pumps with or without buckles and 

T straps in afternoon bench made types. 

Dainty two eyelet numbers laced with 

grosgrain or cord, styled<in two or three 

combinations of materials. Medium heels—> 
with new lines. 


THE SHOES THAT GO WITH THIS 
OUTFIT 


Faille and satin pumps of one strap dye- 

able fabrics such as satin, brocade and 

dulled crepe weaves. Sandals in gold and 

silver on crepe fabrics. Slippers may match 

or contrast the costume and the all white 

evening costume will be in vogue. Dyed 
satin and short pile velvet. 





wine, green and prune are to be seen in the manufac- 
tured lines for early selling. Leg of mutton sleeves, 
long cuff effects, metal buttons and stitching and 
satin bandings. 

Romantic necklines, including the cowl draped and 
the wide cuff or bateau line as featured in the pic-- 
ture. Suede is the natural complement of velvet, but 
because of the airy complements of lace cuffs, chiffon 
vestees and other feminine touches, combinations of 
various leathers and fabrics are used for afternoon. 
The T strap has: returned in afternoon bench made 
types, but pumps with or without buckles are finding 
a continued acceptance. There are also dainty two 
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eyelet numbers laced with grosgrain or cord, often 
styled in two and three combinations of materials. 
Heels are medium, but in new lines giving the ap- 
pearance of higher heels when only the outside line 
of a medium heel was changed. 


Evening Fashions 
are featuring the slender silhouette in diagonal 
and bias themes. Some ruffles are shown in debu- 
tante clothing and the very advanced modes of 
watteau and hobble skirts are beginning to appear in 
the picture. Most of the impressive evening cloth- 
ing has a brilliant sheen. 


15 























THE PURPOSE OF 





William Trufant Foster, Economist, proclaims: 
force among many that keeps men at work creat 
living—but the one force without which 











Management's 
Responsibility 


ANAGEMENT must be in- 

dividually responsible for 
the steering of the ship. Manage- 
ment is the head, the guiding hand, 
the sailing master that shapes the 
course. 

It is the manager’s chief duty 
to see that alibi-leaners are elimi- 
nated, and that each person, what- 
ever the job and capacity, be held 
responsible — individually respon- 
sible—for contributing his or her 
part to the profitable operation of 
the business. 

The first leg on this course is 
the making of an analysis of every 
job done in the establishment. Ac- 
cording to the book published by 
Tead & Metcalf, titled “Job Analy- 


£60: 


SiS 


“Job Analysis is a scientific 
study and statement of all facts 
about a job which reveal its con- 
tent and the modifying factors 
which surround it.” 


With this analysis made it is 
then possible to plan out the job to 
be done by each head. Individual- 
ly responsibility is thus made into 
a fixed factor, with, of course, a 
certain necessary amount of lati- 
tude to take care of emergencies. 

It is just as necessary that the 
duties of the porter be broken 
down as those of the president. Di- 
rection and training are even more 
a necessity than selection of em- 
ployees in the matter of cordinat- 
ing the various human elements 
that go to make up the store’s per- 
sonnel, 








Buyer’s 
Responsibility 


B EST possible shoes for the 
money, without _ sacrificing 
fit, quality and reputation of the 
store, which has required years in 
building. 

Express the same interest and 
enthusiasm in the shoes: when pre- 
senting the line to the salesman as 
when the shoes were purchased. 
Make a careful analysis of custom- 
ers, a thorough study of the type 
of feet fitted in order to buy mer- 
chandise with less hazard and 
more assurance of customer ac- 
ceptance. 

Know every possible new fac- 
tory source of supply. Styles and 
prices are shifting rapidly in these 
times of change. You must know 


your competition and _ values 
offered. 
There is no substitute for 


quality. You, as a buyer, know 
this better than the customer. 
Don’t take advantage of the cus- 
tomer’s ignorance; rather, offer 


them a plus because of your 


smartness. 


Don’t overstay a price grade. If 
economic conditions with your cus- 
tomers demand footwear in a lower 
grade, determine this level and 
meet the customer demand. 

Don’t change for the sake of 
changing and don’t educate your 
trade without a demand on their 
part to accept lower priced mer- 
chandise. Aching and difficult feet 
don’t understand economy or de- 
pression. They yield only to 
shoes designed to their contour. 
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Salesmen’s 
Responsibility 


O walks in shoe stores today. 
More energy put into the 
selling effort and an intelligent ap- 
plication to sane principles of foot 
fitting. Getting your customer re- 
mains an individual responsibility, 
with alibis for none and definite 
sales for all. 


The fact that you have your 
position as salesman is evidence 
that you possess superior sales 
persuasiveness and the knowl- 
edge to use it. 


The sale of a single pair of 
shoes is important today. The 
customer may not be right, but, 
right or wrong, his dollars are re- 
ceiving tempting inducements. 

Please the customer, give that 
friendly interest and service which 
wins sales so easily. It doesn’t re- 
quire gilt-braided uniforms and 
orchestral accompaniment to make 
a sale. Little attentions given cus- 
tomers make successful salesmen. 

The business of selling shoes de- 
mands sane selling and your ex- 
perience qualifies you to do a su- 
perb job. 

There should be no walks in 
shoe stores today. The day of the 
slip-shod and poorly shod sales- 
man is at an end and a great many 
discovered this only when they 
were discharged. 

There’s a lot of fun and profit in 
being a successful shoe salesman. 

There is much responsibility 
attached to the salesman’s job 
for without an efficient sales per- 
sonnel there can be no profit. 
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BUSINESS IS PROFIT 


“The profit incentive is not merely one motive 
ing wealth and thus determining standards of 
the others can scarcely function at all.” 














Advertising 
Responsibility 


| og aniguirle promotion, adver- 
tising,.exist today for one rea- 
son only and that is to increase 
sales and make a profit. 

Use your space to sell shoes, 
get selling enthusiasm into your 
advertising—soundness in your ap- 
peal. There is no aristocracy to- 
day in orchids. They sell for as 
little as $1.50. 


Prestige is one thing, but it’s 
profits that pay the bills. The 
three principles of merchandis- 
ing appeal haven’t changed very 
much in recent years. Tell the 
pubiic that quality still has a 
price, that fit knows no economy 
and price represents nothing 
more or less than the value of 
the article paid for. 


Make your advertising sell 
shoes, but first let it arouse suffi- 
cient interest to attract customers 
to the store. Don’t destroy a life- 
time store reputation with “Bally- 
hoo” type of copy, developing tem- 
porary sales stimulus. 

Trim windows with merchandise 
that is interesting to those passing 
your store. Attractive enough in 
price to halt them and arousing 
sufficient desire to make them enter 
the store for further service. Win- 
dows for prestige may produce 
something or another, but those 
designed to sell shoes have a defi- 
nite message for everyone passing. 

Shoes displayed should have 
consumer acceptance. And don’t 
just put shoes in the window. In- 
ject some original merchandising 
idea that will catch the interest of 
everyone. 
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Office Workers’ 
Responsibility 


q 


HILE the office workers do 

not actually contact the cus- 
tomers save in few instances, their 
work and the measure of their 
work is of the utmost importance 
in the making of profits. 

Take the wrapper, for instance. 
Unless she skillfully and quickly 
does her job in a first class man- 
ner, she is sure to make a dissatis- 
fied customer. Shoes must be 
mates, sales checks inspected, pur- 
chase first wrapped in tissue, then 
regular wrapping paper, finally 
made into a neat, substantial pack- 
age. Change must be made ac- 
curately and promptly. The cus- 
tomer does not see these details in 
but very few stores, but is vitally 
interested in proper performance. 

When the store rules demand 
that sales checks always accom- 
pany returns or refunds and the 
wrapper has neglected to inclose 
the original sales check in the 
package in the first place, the en- 
tire orderly procedure of the 
store’s program is disrupted. 

Perhaps the most annoying 
circumstance from a customer 
point of view is to have a bill 
wrong. Either goods returned 
have not been credited or else 
cash payments do not appear on 
the bill. Again a case of where 
a store employee who does not 
contact the customer is directly 
responsible for the unpardonable 
sin of offending the trade by not 
doing the job in the proper man- 
ner. 

An efficient office staff can con- 
tribute much to the success of any 
store. 
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Organization 
Responsibility 


LL of us are individually re- 

sponsible for the operation 
of the establishment as a whole. 
In this connection it is to be noted 
that invariably the greatest enter- 
prise, the greatest energy and the 
greatest ingenuity is prevalent 
during and following a major eco- 
nomic disturbance. 

The ultimate goal of economic 
enterprise—business — stability is 
possible in the making and mar- 
keting of shoes, providing the alibi- 
leaner is eliminated. 


A real job faces each one of 
us in the shoe industry, whatever 
his or her capacity, whatever his 
or her position—that of the indi- 
vidual responsibility. It is only 
by a strict adherence to this bus- 
iness precept that each will con- 
tribute to the profitable operation 
of the business. 


The job of the salesman is more 
than just selling shoes, likewise the 
job of the management is more 
than directiig the ways and means 
of conducting the business. It is 
the PLUS incidentials, the indi- 
vidual responsibilities that each one 
cheerfully assumes that makes bus- 
iness for the house, and inciden- 
tially makes more profit, that nec- 
essary wherewithal which lubri- 
cates the entire machinery. 

Management must assume the 
ultimate responsibility in the direc- 
tion of a business. From the 
proprietor or manager responsi- 
bility is delegated down through 
the various department heads to 
the employes. Upon his efficiency 
depends the success of the store. 
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THE TREND ON FIFTH AVENUE 








What Some Smart Shoe Shops Are Showing 


b eos Avenue is very gay with the greens, reds and 
‘off shades which make the new season’s clothing 
and shoes most interesting. Alligator and rich brown 
suede seem to attract most of the attention, while one 
medium priced house reports splendid sales and keen 
interest in greens. 

Black leads by a big percentage, however, and the 
effective all black windows show what can be done 
with simple patterns in black kid, suede and calf. 

Combinations, sometimes featuring three leathers, 
are most effective this season and colored pipings in 
rich green on brown or black, or Spanish tile red on 
brown or black are frequently seen. Gun metal and 
red on brown beige or two shades of brown with con- 
trasting pipings are popular combinations. Another 
new treatment consists of long quarter of high luster 
and vamp of dull finished material. 


High spots in shoe styles 


as revealed in Fifth Ave- 
nue stores 























Above: Piped bow for gore covering 
sketched at Hanan store on Fifth Ave- 
nue, illustrating one of the neat effects 
in shoe ornaments that are being ex- 
tensively employed this season. 


pate and leaf patterns are commencing to 
show, while colonial tongues, colonial buckles and 
modified Ghilie tongues are interpreted in very un- 
usual footwear. 

The plain pump base may have the quarter line 
overlaid in beige, finishing in a fantastic overlay at 
the throat with a small medallion buckle. The more 
tailored type is overlaid in alligator, pinked with a 
small perforated tongue at the centre, also pinked 
and perforated. 

The long quarter, terminating in scroll or leaf de- 
sign at the centre throat line, is very compelling. - It 
has a tendency to shorten the looks of the vamp. 

A new interest in different types of perforations is 
expressed in smart footwear and tailored types are 
by far the choice of the keen and alert buyers. 

One shop is showing a version of the monk’s sandal 
brought up to date. This shoe has artillery bronze 
buckles and two strap closing. A splendid type for 


winter wear. 


Left: Concealed gore type of fast- 
ening sketched at the B. Altman 


oath _. Store. Note the ingenious strap 
tl ar and buckle effect. 
4 a 
Pd J Right: A pleasing pattern, by = 
: if Delman, featuring kid over suede. 
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Left:: Detail of throat orna- 
ment; used by Cammeyer, in 
which a fine gold chain is 
used to connect two bronze 
buttons. These throat de- 
tails are emphasized in the 
treatment of a great many 
of the new Autumn shoes. 


HE unlined golf shoe is again receiving attention 

and many all-over alligators in-Prince of Wales 
types are being shown for travel and country wear. 
Colored patent on black suede in thé citrus and 
French colonial colorings are featured in some of the 
high grade lines and the sharpness of these contrast- 
ing colors changes the pattern expression considerably. 

While oxfords are the current smart shoes to be 
worn, yet the pump, alone or with buckles, is today 
a very big feature in sales volume. Tailored buckles 
and bows made from calf and alligator kid and suede 
underlaid in contrast silver or yellow gold are the 
little touches that make the customer fairly hunger 
for their possession. Carved bone, dyed to match 
jewels, is also very attractive. Cluster pearl orna- 
ments are again being used. 


Above is another step-in pattern by 

Cammeyer featuring buckle and al- 

ligator tongue with a smart per- 
forated toe design. 


HE vogue of the accent buckle, introducing a color 
suggestion at the throat of the pump, has many 


possibilities for the merchant. 
Three right and three left pumps, all of the same 


shade, may be arranged in a window display show- 
ing a different color combination on each shoe. The 


interest would immediately translate itself into extra 
dollars for the department, causing window interest 
and customer discussion. ° 


Newspaper displays and Sunday editions should 
feature the newest buckles along with shoe illustra- 


tions. The fanciful outline lends atmosphere to the 
selling of other merchandise. 
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Below is pictured the fore- 

part detail of a high cut 

pump featured by Andrew 

Geller, in which piping and 

perforations are stressed. A 

graceful and artistic pattern 
design. 


Details of trim and pat- 

tern treatment are im- 

portant in this season’s 
shoes 


OLOR contrast and colored accents have much 

to do with the revival of buckles. Smart little 
pink, red and gray bone, selling for a dollar a pair, 
are found to be just the accent for the up-to-the- 
minute costume. 

The odd little individual choices bring in the extra 
money which the customer, through suggestion, con- 
tributes to the profit column. 

The younger set and business girl wear a plain 
pump in town and in the late afternoon and at the 
restaurant a pair of buckles are snapped on to the 
pump. 

Most up-to-date shoe stores are trying at this time 
to develop their accessories business, and the vogue of 
buckles and ornaments of various kinds this season 
offers an excellent opportunity. Attractive buckles, 
shown with shoes, often help to sell the shoes. 


At the right is shown the throat 
treatment of a novel step-in pattern 
with buckle adjustment featured by 
Milgrim. Reptile leathers are be- 
ing used extensively for such trims. 
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TO SALE or NOT TO SALE 











Now That Summer Sale Season Is Over, Isn't 
It Time to Stabilize Shoe Selling on a PROFIT 
BASIS and Stop Confusing the Customer’s 
Sense of Values by a Succession of “Specials?” 


MURRAY C. FRENCH 


"7 Here's to the great American 
Backbone. Long may it wave!” 

The nation got a good chuckle out of that bit of 
ultra-sarcasm at the head of a newspaper editorial 
a few days ago. 

The wavering backbone of business has been the 
text for much sermonizing, both amateur and profes- 
sional. Everyone insists—what’s more, they prove 
it!—the well known depression would end in three 
days, four at the outside, if only business would stif- 
fen up its wilting vertebrae. The whole affair simply 
proves the power of mind over money. Say they. 

To which we all, as an industry, agree. Yet, as 
individuals, we find difficulty in putting our convic- 
tions into practice. It’s not our fault; it’s the fault 
of our customers. Say we. 

However, there is much evidence that the retail 
shoe industry is leading the way in a supreme effort 
to get back to “regular” business. 

The “Special-Sale” hypodermic needle may at times 
be compulsory to keep the patient alive. But when the 
crisis has passed, as now seems certain, a continua- 
tion of the medicine makes a drug addict, not a cure. 

The department stores started all this sale-a-wcek 
confusion. Shoe stores, many of them, were forced 
to fall in line and keep step to the department store 
music. All of which may have been necessary at the 
time. 

But this Fall is different. Halt has been called. 
From all sections we find shoe merchants stiffening 
up their backbones against a continuation of the spe- 
cial sale habit. 

E. B, Fisher of the Guarantee Shoe Company at 
San Antonio says, “Previous to the present season, 
our store had been using very frequent sales, month- 
end sales in the heart of the selling season as well as 
an occasional event under some other name—then a 
big clean up at the end of the season. 

“We discovered this policy had two bad effects. 
First, loss of profit at the time of year when every 
pair should show a profit; second,. training our cus- 
tomers to ‘wait for the sale.’ After a session of look- 
ing and fitting many a customer would say, ‘I guess 
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“Here's to the Creat 


American Backbone! 


Long May It Wavel” 


I'll not take any today. | 
know what you have 
now and [’ll be down at 
your month-end sale.’ 
“Consequently we now 


go into a new season with 
the determination to hold 


no sales until absolutely 

necessary. If we over- 

buy, or if volume drops 

to a point that will not 
support our organizauon, then we may be forced into 
some special event to stimulate volume. But we shall 
make every effort to defer any cut-price sales till as 
late in the season as possible.” 

Instead of using special sales, the Guarantee keeps 
its odds and ends cleaned up by a clever commission 
system which will be fully described in a later issue 
of the RECORDER. 

The Broadhurst-Young Shoe Company, of Denver, 
has laid out a similar policy, according te Ralph 
Broadhurst. “In times past,” he says, “we have tried 
to keep away from mid-season sales. But during the 
last year or so we have 
felt the need of some 
stimulation, so have had 
a number of month-end 





sales, not every month, 
however, 

“Titis fall we plan to 
have no such sales, 
though, of course, that 
depends upon future 
conditions, Our stocks 
smaller now and 








are 
therefore we feel less pressure than we did a year ago. 

“These month-end sales are bad business. If a shoe 
sells during the sale we make no money on it; if it 
doesn’t sell it becomes hard to get regular price for 
it later. There is no doubt the pulling power of a sale 
decreases as the number of sales increases.” 

If more evidence is needed, it comes from L. F. 
Tuffly, of Krupp and Tuffly, in Houston. Speaking of 
clearance sales, Mr. Tuffly states: “This matter is giv- 
ing us the most concern just now. 

“For some years past, it has been our custom to 
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keep our stock clean by the use of month-end sales. 
But our records show that for about eight months 
now the volume of pairs disposed of has been slowly 
decreasing—despite renewed efforts to keep the 
proposition alive. 

“For the coming season we have concluded to do 
away with month-end sales, insofar as they affect the 
last part of the month only. We intend to put all short 
runs and bad buys in a separate section at attractive 
prices and work on them 
al] the time without inter- 
fering with our regular 
business. 

“We shall broadcast the 
information that our 
month-end sales have been 
discontinued. In addition 
we shall run an occasional 
small ad on these shoes 
the 











and show them in 

window. 

“We 

cess Gf this method depends largely on some ‘catchy’ 

name we might give the department. The words 

‘Economy Department’ and ‘Thrift Department’ are 

too widely used. We dre open for a more distinctive 
name.” 

The Payne Shoe Company, of Topeka, Kansas, 
holds only three sales a year, two clearances and one 
“Birthday Sale.” A. R. Springer, president of the 
company believes the matter of sales depends largely 
on the type of business one operates. He feels that 
stores featuring good, dependable merchandise can 
give away much of their profits with too many sales. 

“We used to hold 
month-end sales but do 
not believe them profit- 
able,” he continues. 

“We found our regular 
customers postponing 
their buying toward the 
last of the month in 
anticipation of our sale. 

“Our sales are now 

taken care of largely in 
[TURN TO PAGE 68] 


believe the suc- 
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A Challenge to Free Labor 


ATCH with special inter- 
W:: the action of the Board 

of Arbitration of the settle- 
ment of a controversy between the 
War Department and the Federal 
Bureau of Prisons. It will be a most 
significant decision for it will de- 
termine the status labor 
versus prison labor. 

The point at issue is the price of 
53,676 pairs of shoes. The Bureau of 
Prison Labor will supply that num- 
ber of pairs at $2.37 per pair. A St. 
Louis shoe factory offers to supply 
the shoes at $2.445 per pair. The 
Quartermaster General sees no rea- 
son why he should pay $.285 more 
per pair just to keep the prison in- 
dustry in operation. 

The amazing thing to note is that 
the free and independent shoe com- 
pany can produce shoes in the open 
market at a price so much less. This 
is the more remarkable for in prison 
shoemaking there is no overhead 
charge for factory, light, heat and 


of free 


all of the normal charges of business. 
What is more, the labor cost repre- 
sents a minimum amount, if any, 
given to the prisoner. 

This is no time for the govern- 
ment to pay more than the market 
price for shoes. Granted that there 
is a necessity for some sort of prison 
industry and granted, also, that 
prison footwear should be consumed 
by wards of the government, there is 
no reason in this case for arbitration. 
The thing to do is to buy the shoes 
at the best possible price. 

We have no fight with the govetn- 
ment in the manufacture of foot- 
wear and other supplies as used by 
institutions, paid for under ‘general 
taxation, There is, however, a defi- 
nite point at issue in having the army 
or navy served by prison labor. 
Soldiers and sailors are not wards of 
the government. They are free men, 
serving a useful purpose and should 
not carry the stigma of prison labor. 
Prison footwear is resented by every 


Elevating Price by 


HAT the Governor of Okla- 

homa said’to the Governor of 
Texas is short and to the point: “We 
have the authority to elevate the 
price of crude petroleum and we are 
going to do it through martial law 
and compulsory suspension of pro- 
duction.” 

It is the first time that we have 
seen the State intervene as a police- 
man to raise prices to a profitable 
level. You may say that such a thing 
cannot be done in the United States, 
but here “they’ve gone and done it.” 
The price of petroleum is being 
pushed up to a profitable level and a 
first lesson in control of over-pro- 
duction is not without mild success. 


It is, of course, common law that 
every owner of property has a per- 
fect right to it and may not be de- 
prived thereof, and theoretically 
every landowner has the right to 
everything, including oil, within ‘the 
downward vertical projection of his 
surface lines. Unfortunately, such 
hypothetical downward projection 
does not create any physical division, 
and oil being a migratory substance, 
the person who drills a well on his 
own property may drain the oil from 
surrounding territory. it is largely 
from this that the evil in the petro- 
leum industry emanates. 

Consequently the State may have 
the right to intervene as a policeman 


soldier in the army, even though the 
shoes may be equal in looks and ser- 
vice to those made in the free and 
open business world. 

State and national governments 
have sufficient people in confinement 
who must be kept at work if they are 
to return to society as useful mem- 
bers of the community. State and na- 
tional governments have many people 
in asylums, sanitariums and institu- 
tions, both at home and abroad. It is 
logical to expect prison-made sup- 
plies to be used in these fields. It 
is not good policy to use the army 
and navy as an outlet for such a per- 
sonal, significant item as footwear— 
it certainly does not stimulate morale. 

At any rate, the present point at 
issue is so clearly defined that we 
propose to watch the action of the 
Special Board of Arbitration for 
settlement of this controversy and to 
speak in no uncertain terms if the 
price arrived at is greater than under 
free labor. 


Force 


and regulate things if property own- 
ers are unable to do so themselves. 
Moreover, the State has a distinct 
interest in the preservation of the 
value of all property within itself for 
the sake of its revenue from taxa- 
tion. These arguments may be more 
or less shadowy from the legal stand- 
point. 

_ The oil producers, as an industry, 
have not challenged the high-handed 
action of the Governors of Okla- 
homa and Texas. On the contrary, 
they appear rather to have welcomed 
the State authority. There is no tell- 
ing where the next example of com- 
pulsory price lifting to a profitable 
level will break out. 
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Announcing 


FORMOLDER 


———_ 


NO 


€or 


FORMOLDER 





VALUABLE Every Adult foot 


FRANCHISE 
AVAILABLE 
TO 
PROGRESSIVE 
MERCHANTS 


Manufactured by Chas. W. 
Strohbeck, Inc., who have 
, been making fine shoes in 
Brooklyn for forty-four years 
—Selling and promotion by 
Albert Weitsen for twenty- 
five years Physical Culture’s 
leading shoe salesman, who 
developed this tarsus bridge, 
and Larry Horan, well known 


needs this tarsus bridge 


Progressive merchants are offered in the merchan- 
dising of “Formolder” shoes featuring the visible 
tarsus bridge, an excellent business building and 
profit opportunity. 

The visible tarsus bridge has been hailed by the 
leading corrective shoe men as the greatest im- 
provement ever made since the introduction of 
corrective shoes. 

The visible tarsus bridge is molded like a mush- 
room, placed scientifically in the proper position 
on top of the insole with a neck extending 
through the insole and base flanging out between 


outersole and insole making it permanent. 
To Retail Profitably at *9-*10-*12 
The oldest originally established shoe factory in Brooklyn 


corrective shoeman, former 
Physical Culture’s sales man- 
ager, gives to the “Formolder” 
line an unusually good back- 
ground based on decades of 
experience in the manufacture 
and selling of fine corrective 
shoes. 


CHAS. W. STROHBECK, INC. 


309 Johnson Street Brooklyn, N. Y. 
cae Salesrooms: 843 Marbridge Bldg., N. Y. 
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Return of 


The new formal shoe for 

evening is the patent leather 

pump. Already accepted by 
> the younger man at college 
it now finds its way into the 
formal evening picture. 


















Plain toe patent oxford worn 

more conservative 
man for formal evening oc- 
casions. Preference is ex- 
pressed for welts or turns 
but the shoe must be light 


and of slick appearance. 







































Capped welt in the dress 
shoe for afternoon wedding. 
This shoe is worn with 
the sack coat and striped 
trousers. 
























Full Dress Suit 


Means More Pumps 


Only Patent Pumps or Plain Toe Patent 
Oxfords Permissible for Wear with “Tail Coats” 


Yale University regarded by many 
as the social and style center for eastern colleges, always con- 
servative and always correct, influences the styles in men’s 
clothing in the majority of colleges in the country. This is 
largely due to such tailors as Rosenberg, J. Press, Henry Gold 
& Company, Langrock and others whose shops border on the 
Yale campus. These tailors are the most popular among the 
college men of the East, and their representatives travel con- 
stantly throughout the Middle West. 

The loud clothing of the “jazz age” has seen its day and 
the college man of today has realized that correct and conserva- 
tive clothes are necessary. During the past year, at Yale 
University, fully 60 per cent of the men who attended the 
“proms” and other formal evening functions wore the full 
dress suit or “tails” as they are popularly known. 

The full dress suit for evening wear will form a necessary 
part of every well dressed man’s wardrobe this Fall. At the 
theaters and night clubs in New York, and especially at all 
formal social functions, full dress is exceedingly popular. The 
vogue has reached us from London where full dress is required 
at every formal evening function and the tuxedo or smoking 
jacket is worn only at stag affairs or at the club. 


There will be no outstanding change 
in the cut or pattern of the full dress suit for the coming 
season. In fact, style in this attire is secondary to fit. Tails, 
more than any other piece of wearing apparel in the man’s 
wardrobe, must be absolutely fitted to him. The slightest devi- 
ation from correct fit in full dress tends to make a man look 
either grotesque or similar to the comedian on the stage. Next, 
in importance, are the accessories, for, more than ever, one 
must complete the formal evening attire with the correct de- 
tails. White tie, wing collar, single breasted white waistcoat, 
plain black silk, black and white ribbed or clocked hose. 

There are only two types of shoe that can be worn with 
full dress—patent leather dancing pump with black bows and 
the ordinary patent leather plain toe oxford with narrow toe. 
There is a gradual return to the dancing pump with the revival 
of full dress. It presents a dressy appearance and is the one 
accessory that fully completes the whole costume and gives it 
the final smart touch. No man can go wrong by including 
pumps among his dress shoes. 

The patent leather plain toe oxford will continue to be the 
[TURN TO PAGE 78, PLEASE] 
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Via The Speed Line 


You can depend upon fast shipments and quick profits via the Speed Line— 
the Dyer & Hall Line of Fast-Moving Fall and Winter Styles. We speed them 


to you from our complete In Stock Department and they speed sales for you 


IN STOCK 


AAAA’s to C’s 


1 to 9 


The Arline 


The Avenue 





b 
Built over 1681 Last with 16/8 Cuban Heel 
No. R-132—Dull Kid, Genuine Gray 
Watersnake Tab ............ A 
No. R-204—Brown Kid, No Tab......... 4.40 


The Salome 





Built over 1681 Last with 16/8 be = Heel 
No. R-211 am Black Kid, Harm 


4. 
Harmonizing 
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Built over 1681 Last with 16/8 Baby Louis Heel 
No. R-258—Brown Marcelle, Brown K 
and Brown Patent Trim..... $3.85 
No. R-259—Black Marcelle, "Black Calf 
and Black Patent Trim..... 3.85 


The Edna 


because of their Smart Style and Fine Quality. Show them and you'll sell them. 


IN STOCK 
AAAA’s to C’s 
1 to 9 


Built over 1580 Last with 15/8 Cuban Heel 
No. ahaa </ Kid, Black and White. Watersnake 


The Stroller 





and B 
No. R- 261—Black Marcelle, Black * Cait 
and Black Patent Trim...... 3.8 


The Pajama Sandal 





- Built over 1881 Last with 18/8 Louis Heel 
Ne. R-2 $4.45 


209—Dull Black Kid 
No. R-210—Brown Kid 


/ DYER & HALL, INC., 


AUBURN 





No. 
e R- 175—Black Faillette ............- 3.70 
§—Dull Kid 


Built over 1982 Last with 19/8 Louis Heel 
4—Patent Leather $3. 


4.15 


-248—Black Suede 
-249—White Kid 





WRITE FOR COMPLETE IN-STOCK CATALOG — IT’S FREE 
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Remember Way Back When 


they used to tell you that walking under a ladder 
would bring Bad Luck. Well, sometimes it did — if 
the painter up above was careless with his can. 


And if you spilled the salt, they’d tell you to toss 
some over your shoulder to prevent a fight. Knew a 
fellow once who did throw some salt over his shoul- 
der—right into the eyes of a man at the table behind. 


Then there was a fight! 
Shoe Retailers remember when they were told 


that “Turn-over and Volume with a Small Margin of 
Profit” would make them millionaires in no time at all! 


Well many of them got the Turn-over and the 
Volume all right but the “Small Margin of Profit” 
had a habit of shrinking to No Profit at all. 


And the millions didn’t materialize. 


We're getting away from the old belief in Omens. 
We're finding out that Life, Love and Business is 
pretty much what we make it. And you can’t get 
out of it more than there is in it. 


Retail Shoe Merchants are learning to GET THE 


NECESSARY MARK-UP FIRST — striving at the 
same time for Turn-Over and Volume. It’s the ONLY 


path to PROFIT! 


Are you still listening? Well come on over to 
the next page for a moment — 


WALTER BOOTH 


302 N. Broadway 
KRANSURP AS TUR 8 RS O F 





Retailing at $4.00 to $6.50 at a profit 
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» » » » Is Profit Possible? 


“Don’t stop me if you’ve heard this one before, be- 
cause I want to use it to illustrate a point; 


“Johnnie, how much is two and two?” 
“Four, teacher.” 

“That’s right, Johnnie.” 

“Right hell! It’s perfect!” 


Now consider the case of the average Shoe Mer- 
chant. It has been proven time and again by facts 
and figures you simply cannot sidestep that Fixed Ex- 
penses such as Rent, Wages, Obsolescence and a lot of 
other things amount to about thirty per cent of his sales! 


~So Mr. Manufacturer came along and permitted 
him to make a Profit of thirty per cent and told a thril- 
ling tale of Turn-over and Volume! 


But the Profit was thirty per cent and the Expenses 
were thirty per cent. Like the two and two that John- 
nie added together the answer was “perfect!” 


Sure, Perfect—but not Profitable ! 

Well, you’ll say, with wonder in your eyes, is 
Profit possible or shall you buy a bicycle and pedal to 
the poorhouse? 

And Walter Booth replies; “Yes, Profit is possible 
if you recognize one fact. You must get more than thir- 
ty per cent mark-up on every pair of shoes you sell!’ oan 

Will Walter Booth Shoes permit you to make a ear p< of ous 
Profit? Will they? — 

Listen Brother! Write Walter today and let him 
tell it. I haven’t got the room here. Go ahead, write! 


SHOE COMPANY ite 


£0 
Mi 
@ 





ty 
» 


Milwaukee, Wisconsin \ 
MEN’ S DREossS SHOES 


In stock AAA — EEEE — Sizes 5-14 
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Now Comes “Shelter” Footwear 


Foot Protection for Health Revives Demand 
for Service Items 


The first cold weather brings a 
demand for what now can be termed “shelter foot- 
wear.” In a study of human behavior, under condi- 
tions of economic stress, it has been found out that 
in the Fall people will buy first those forms of shelter 
represented by rentals in houses, coal and oil for heat, 
necessary food, blankets and warm coverings and 
purchases of outdoor apparel to give warmth and 
protection. Shoes have a definite place in the scheme 
of shelter. 

The important months of the year when considera- 
tion of shelter footwear is a topic uppermost in the 
public mind, are October, November and December. 
These are the three months within which the safe- 
guard of health reaches a point of paramount interest 
to the public. 

If an individual can weather these months, he or 
she stands an excellent chance of going through the 
balance of the winter in good health. In these three 
months major epidemics and sickness start. Public 


Health Commissioners urge this year a proper con- 
sideration of apparel and shelter in safeguard of 
national health. 

The public spends its money for these items during 
these months to the exclusion of many other articles 
at retail. Merchant preparation for the selling season 
built around these items of foot protection has been 
very much delayed. Proper anticipation of rubbers 
and supplies within the group of shelter items is now 
needed. 

Merchandising promotion in window and advertis- 
ing can now be prepared for use just previous to the 
first storm of the Fall season. The study of weather 
reports should be made for the timing of such sales. 
It has been an axiom of the rubber trades that every 
good storm previous to Thanksgiving Day puts 
money in the bank for the merchant. Stormy weather 
is possible in every northern state within these three 
selling months. The public has money for shelter 
purchases and there is need for preparation. 


e What Is Salable for Winter Wear e 


> Rubber Footwear: 
Light rubbers, 
Heavy rubbers, 
Galoshes, men’s, women’s and children’s. 
Heavy overshoes, for work and for country wear, in 
1, 2, and 4 buckles. Mostly for men and boys. 
Felts and overshoes. 
Rubber boots, men’s, women’s and children’s. 
Latex rubber stocking protectors. 
Toe rubbers, pocket footholds. 


> Over gaiters, cloth: 


Men’s (spats) 
Women’s 


> Children’s leggings. 
Leather, 
Woolen. 


> Winter weight hosiery: 


Wools, whole or in part, for every day wear, 
Winter sport hose. 


> Men’s leather puttees for taxi drivers, teamsters and 
other outdoor workers. 


> Sheep lined wanagans for arctics. 
> Sheep lined, felt shoes for both men and women. 
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BE READY 


for your Fall Season’s business— 





Sales are lost for lack of a size, rather than for lack of a 


style. 


OFFERS 


Three outstanding values, for immediate ship- 
ment. 

Shoes illustrated are made of Martin’s Gen- 
uine Imported Scotch Grain, Gallun’s Nor- 
wegian Calf, and Genuine Pig, with 10 Iron 
Back Soles, Broguish heels. 

These shoes are nationally advertised to your 
customers in the Saturday Evening Post and 
can be retailed profitably at $5. 


Write for Catalog and Special 
Agency Proposition 


80 Styles In Stock 
Some Styles AAA to EEE 


0975 
A broguish type shoe, made 
of Gallun’s Norwegian Calf, 
with Barbour Storm welting. 
extra heavy tight fibre back 
soles—leather heels. 
In Stock sizes 5/1i— 
A, B, C and D. 


BOB SMART SHOE COMPANY 


MILWAUKEE 


Chicago Office: 
1604 Republic Bldg. 


0997 


Made of Martin’s Genuine 
imported Scotch Gra’ 
extra heavy tight fibre back 


= leather 


heel. 


n Stock sizes 6/11— 
A, B, C and D 


WISCONSIN 


Pittsburgh Office: 
505 Lyceum Bldg. 


0982 
Genuine Tan Calf—wing tip, 
lace stay and foxing. Gen- 
uine Pig Skin Vamp 
quarter — extra heavy back 
sole—leather heel. 

In Stock sizes 6/11— 
C and D. 
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New Shoes for Basketball |c 


Opportunity for Live Merchants to Get Profitable ~ 
Business Now Going to Sporting Goods Stores 

















A\tthough receiving considerably less 
publicity than either football or baseball, basketball, so far 
as the number of those who play the game is concerned, 
probably ranks well up with both. With more than 600 col- 
leges in the country ‘and about ten times as many high schools 
with basketball teams, to say nothing of grammar schools, 
private schools, club, factory, office and neighborhood teams, 
it is estimated that the active players of the game number 
close to 2,000,000. 

It should not be difficult for any shoe retailer to get a 
rough estimate of the number of, basketball players in his 
town or his immediate vicinity, and to go after and get the 
business. The bulk of basketball shoes are sold through sport- 
ing goods dealers at present, but, after all, shoes are shoes 
and feet are feet, and the shoe merchant is the proper man 
to fit shoes, no matter for what purpose they are to be worn. 

Of course, each game in the realm of sport develops its 
own equipment. Basketball, because it is played on a floor 
demands a special kind of shoe. The first requisite is a sure 
foothold, so nearly all basketball shoes are made with rubber 
soles having non-skid features which in recent years have 
been adapted from principles developed by tire manufac- 
turers. Further than this, there must be support for the 
ankle and a tight fit around the instep to keep the arch of 
the foot from breaking down under the hard impact of run- 
ning and jumping on a non-resistant surface. Other special 
features designed to improve the footing of the individual 
player have been developed by various manufacturers of 


basketball shoes. 


Getting the right shoes is the 
small part of the problem. Once the shoes are in stock, 
methods of approaching the right people with the informa- 
tion that you have them for sale must be devised. Letters 
to college and high school teams, or to the student body in 
general, is one method of approach. Another is advertising 
in school papers or even in general newspapers. Backed 
up with an occasional window display such methods bring 
results. 

One point that may be emphasized in any publicity given 
basketball shoes, is that they may be used for general gym- 
nasium work. While the sole looks heavy on a basketball 
shoe, it is far from being as heavy as it looks. It is thick, 
but so much is taken out to make the necessary corrugations 
that the weight of the sole is surprisingly light. 


30 























On this page we show two new 
basketball shoes for the coming 
season. The one at the top 
follows regulation lines, the dis- 
tinctive feature being the heavy 
toe reinforcement. 

At the bottom is another style, 
which carries a special pad of 
corrugated rubber under the in- 
side ball of the foot, designed to 
give an extra firm surface for 
quick stops and pivoting. 
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ROMANTICISM in | 
CLASSIC FOOTWEAR 


Conaway Winter Studios create 
unrivalled individuality in this new 
Colonial interpretation which embodies 
the spirit of romanticism as derived 
from the second empire period. 
























Retailers and Manufacturers 
capitalize on decisions of exquisite 
taste resulting in the unquestioned 
leadership of the Conaway Winter 
Studios as an authoritative source 
for correct fashion in footwear. 


Shoe Fashion Service 


CONAWAY 
WINTER 


~« « SPUR@IGS... 


70. Washington St., 210 Michigan St., 


Brooklyn Milwaukee 
11 South Street, Bos. 1421 Olive St., St. 
ton Louis 
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WALTER FANNING 


As an advertising man | am supposed 
to be able to take retail customers apart to find out 


what makes them go. Regardless of how well I may 
be able to do that, I have learned a few things about 
customers that, between us, we might be able to turn 
to account. I have discovered, for example, that in 
spite of the financial difficulties the newspapers claim 
all of us average citizens have been having, most of 
your customers are still earning a good living—and 
there still remains in each one of them, untarnished 
and undimmed, a very definite respect for really fine 
things. I have also discovered that, deep down in 


am & 


Customers Looking for Cheap Prices 
Today But Not for Cheap Merchan- 
dise and Merchants Who Miisinter- 
pret the Present Demand May Lose 
Out to Competition in the Long Run 


By 
WALTER FANNING 


Advertising Manager, 
Nunn, Bush & Weldon Shoe Co. 


From an Address Delivered by Mr. 
Fanning at the Recent Convention of the 
Milwaukee Shoe Retailers Association 


the consciousness of every man on the street, there is 
a clear-cut conviction that IT PAYS TO BUY 
GOOD SHOES. 

Now I want you to’ get that and remember it for a 
few moments. Take any average customer who 
comes into your store and there are two things about 
him that you can count on. One is that if you get him 
into a conversation with you he will readily agree 
that it undoubtedly pays to buy good shoes. The 
other thing you can bet your hat on is that he has an 
inherent reverence for undiluted quality. Two 
things worth remembering, because we’re going to 
make some money out of them in a little while. 

I’ve discovered that many shoe merchants have 
been laboring under a seriously wrong impression. 
Just because Mr. Average Customer lets loose of a 
dollar with a lot more reluctance than he used to, 
somehow you’ve gotten the idea that you can’t sell 
him anything but lower priced shoes. You’re mis- 
judging the man. It isn’t cheap shoes he’s asking 
for, it’s cheap prices. And if you make the mistake 
of selling him cheap shoes, you’re going to wake up 
some morning and find that you’ve lost a mighty good 
customer. You'll probably notice him coming out of 
your competitor’s store down the street. And the 
chances are, nine times out of ten, that he’ll have a 
pair of quality shoes under his arm. 

Admittedly a situation like the one you are facing 
today calls for a lot of thought. But if you meet it 

[TURN TO PAGE 70, PLEASE] 
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EVERYBODY FACE THE SCALE! 
AVA 


Hold everything ...for just a second 


Here goes a turn pump on the scale. 


Weight: 6% 





Tuis little weight drama took place in 
Stetson Shoe laboratories—with competitive 
types approximately alike, and exactly the 
same size. No shoe merchant ever imagined 
that to the wear, founda- 


Weight: 5% ounces. 

Step aside while a Stetson pump in the new Stetson 
Welt Construction, but similar to the turn in size 
and design, mounts the scale. 

Weight: 5% ounces. 

Next, a turn tie, size 4B. 


Now a corresponding Stetson Welt Tie, same size. 
Look sharply. Weight: 5% ounces! 


ounces. 





And accompanied by a beauty, smartness 
and slenderness no welt ever knew before. 
Get the big profits Stetson’s ingenuity has 
made possible. The new welts are car- 
ried in stock in Stetson’s 





tion, enduring shapeliness 
and comfort of a two-sole 
welt could be added the 
lightness and flexibility of 
a single-sole turn. 

But that miracle has 
happened! Accomplished 
exelusively by Stetson: 


STETSON 











famous Dept. 5... any 
size and last you want 
...Shipped the day 
your order is received. 
Send for Dept. 5’s catalog 
immediately. 





THE STETSON SHOE CO., INC. 
South Weymouth Massachusetts 


SHOES 








FOR MEN Soe WOMEN 
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Shoes of one color or 
many colors must empha- 


size beauty of pattern in 
order to reflect true char- 
acter and lines, and this 
can only be accomplished 
by careful choice of 
leathers. 











Boot aND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 5,:1931 





900 Moowque 
gol Mode Beige 
902 Prado Bown 
903 Mew Unirally Blu 
906 Leaf Brown 
907 Paddock Green 


908 Spanish Bron 
ou Cinnebar 

915 Otakhan 

917 Cocoa 

918 Chocolate Broun 
919 Marcanite 


AMERICAN HIDE AND LEATHER COMPANY 


OSTON., MASS. 
$t Lous 


AMERICAN HIDE Axo LEATHER COMPANY. inc Amen Hie ‘AND LEATHER, Company. LTo. 
ew Yor ano . 


AMERICAN HIDE . AND LEATHER COMPANY. $A 
Faan 


CALF ano SIDE UPPER LEATHER TANNERIES DOLLIVER « e Bro. SAN FRANCISCO 
Lowett Bartston-Soa ‘ano ORIEN: 
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INYOUR WINDOW , 


The 4B Sample 


sells itself 


Can you sell 


the SAME SHOE 
In All Sizes 


VERY woman outside the preferred 4B class is entitled to the same smart-looking 
and well fitting shoe, regardless of the size of her foot. The only perfect fitting size 

in the old method of hand broken lasts is the 4B - - other sizes are bound to be something 
quite different from the original for the hand and eye cannot be depended upon for 
absolute mechanical accuracy. The Coordinated Last and Pattern system allows you to 
offer your customers all sizes from 2 to 8 that faithfully retain the true proportions given 
the 4B model by the shoe designer. Every size, therefore, actually becomes a sample size. 


| 
| 
| 


iis Af PONE TOY 


If your pattern maker cannot supply you with Coordinated Patterns, 


send your 4B models to us and we will have them made for you. oe 
LAST 
WORD 


COORDINATED LASTS and PATTERNS 
i i hh hh tp tp ty ty ty tp tp tp ff 











ee — 


UNITED LAST COMPANY + BOSTON «+ MASS. 
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STRENGTH... 
ORDER... 


PERMANENCE 


; = name of our company is never 
associated with anything spectacular or sen- 
sational. Its mention brings to mind thoughts 
of strength, order, and permanence. 


Everywhere people think of “Star Brand” 
shoesasa standard of quality and value—some- 
thing like “sterling” when silver is mentioned. 
People have faith that this company will 
be here to serve them next month, next 
year, next generation. 


This is important. 


During the past thirty-three years, “Star 
Brand” shoes have contributed much to the 
STAR BRAND SHOE REVUE happiness and well-being of many 
—every Tuesday evening, starting thousands of progressive retailers 


September Ist, over the Coast-to- ... and many millions of thrifty 


Coast Columbia Network, starringthe ¢onsymers. 
“Star Brand Shoemakers.” 9:15 P. M. ; : 
E.S.T. Hear theentertaining program. That is also important. 


STAR BRAND SHOES ARE BETTER 





ROBERTS, JOHNSON RAND 


Branch of INTERNATIONAL SHOE COMPANY 
ST. LOUIS, MO. 
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IDEAS WORTH USING 









A Page of Practical Selling Suggestions 








“Cash ‘In” on Special 
Days 

In many of the smaller towns the 
fall months bring special events such 
County Fair Week and other cele- 
brations that draw many people into 
the community. Do you make a 
special effort to cash in on all such 
gatherings? If you do not you are 
passing up real opportunity ! 

There should never be such a spe- 
cial day in town that is not marked 
by some unusual event in your store. 
Your windows particularly should 
be made to work overtime, for many 
of the people on the street will not 
see your regular advertising, al- 
though most of them will spend con- 
siderable time in “window  shop- 
ping.” Be sure you have some good 
“leaders” in the windows on all such 
occasions. 

One good “stunt” is to secure a 
number of picture postal cards 
showing views of the town and dis- 
play them in the window with a card 
explaining, “Send a Card Home, 
Stamped Postals, Ready to Address 
and Mail FREE.” This will cost 
you a few dollars, but it will bring 
many people into the store and a cer- 
tain percentage of those people will 
spend money while they’re inside. 
This is a particularly good “stunt” 
for such affairs as “Old Home 
Week” or “Fair Week,” when there 
are many outsiders in town. 





This Keeps Salesmen 
Alert 


There's nothing more discouraging 
than to see a customer get up and 
leave the store without buying. Par- 
ticularly so when you suspect that a 
little real effort on the part of the 
salesman could have closed the sale. 

Some stores require each salesman 
to turn in a “Lost Sale Slip” on all 
such occasions. On this -slip is 
jotted down the shoe the customer 
wanted, the reason for the lost sale, 
and the name of the salesman. This 
constant check keeps the salesmen 
“up on their toes.” 





A LIGHT OPERA— 


“Beautiful Opera!” 
“Talking music again?” 


Trotter Cloth, Ton 


munune 
660 FIFTH AVENUE 


near 52nd Street 











Here’s a sport shoe ad that’s smart and in- 

teresting. The illustration, heading and dia- 

logue style of copy are all clever and un- 

usual. At the same time the shoe is shown 

effectively with plenty of white space 
around it. 





Keeping Up Volume 

With the decline of market. prices 
you’ve undoubtedly wondered how 
the volume that you’ve been-enjoying 
at, we'll say, a $5 price can be main- 
tained when that same quality is 
now a $4.50 seller. You’re face 
with one of two things: you must 
either drop your price to the new 
price line and, try to force enough 
additional sales to maintain ivol- 
ume, or your must maintain your 
old prices and step up the values. 

In talking with numerous mer- 
chants we find most of them favor 
the second course. One shoe dealer 
who has long enjoyed a gratifying 
volume on $1.95 silk hose for 
women now sells the same identical 
hose for $1.65. But he does not em- 
phasize his $1.65 line! He is stil! 
putting all his selling pressure on 
$1.95 hose, pointing out in every ad 
and window display that “ a year ag 
these were $2.35." He sold very few 
when they were $2.35,-but he’s selling 
a lot of them now at $1.95. The same 
principle applies to shoes. 








Free Movies for Children 


An Illinois store which specializes 
on children’s shoes discovered that 
the manufacturer of the shoes they 
sell has a motion picture film show- 
ing how the shoes are made. This 
is the small film for use in home 
movie machines that use an ordi- 
nary electric lamp. There is no dan- 
ger of fire with such machines. The 
manufacturer used the film to help 
his salesmen sell the line. 

When the owner of this store saw 
this film it gave him an idea. He 
made arrangements to borrow it for 
one Saturday. Then he went to the 
local sporting goods dealer who sold 
home movie outfits and secured the 
loan of a projector and several rolls 
of film of comedies and _ travel 
scenes. 

Then a letter went out to every 
name on his mailing list, inclosing 
five tickets to his “movie show,” 
which was announced as “continu- 
ous from 1 to 5 next Saturday after- 
noon.” The back room of the store 
was cleared, chairs put in, a high 
school boy secured to operate the 
machine and everything was ready. 

The idea was a “howling” success, 
particularly the comedies. The 
chairs were filled all afternoon, and 
it was noticed that many parents 
came to the store with their chil- 
dren. The store secured some val- 
uable publicity from the idea, and 
the day’s sales showed that there was 
considerable extra volume that could 
rightfully be credited to the movie 
show. 


Talk “Value” in 
Your Ads 


Are you taking full advantage of 
the lower prices in your advertis- 
ing? Price comparisons are dan- 
gerous things, and in normal times 
we don’t much favor them because 
they are so often abused that the 
nublic discounts them. But when 
today’s dollar buys what a year ago 
cost a dollar and a quarter that’s a 
comparison worth bringing to the 
public’s attention. 
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The TRIUMPH No. 307 









Made of 







> 
Combination Last, 
Steel Arch, by the 
J Jarman Shoe Co., 
Nashville, Tenn. 
) 
Widths . Sizes 
l AA 7/12 
A 6/12 
B 6/12 
C 6/12 
D 








The CREST No. 487 





Luxor 


Calf, No. 88 Color, 








Made of Luxor 
Calf, No. 88 Color, 
Combination Last, 
English Toe, by the 
Jarman Shoe Co., 
Nashville, Tenn. 



















Widths Sizes 


A 7/12 
B 6/12 
C 6/12 
D 5/12 








The SENIOR No. 445 


Made of 
Calf, No. 88 Color, 
Combination Last, 
by the Jarman 
Shoe Co., Nashville, 


Tenn. 













Luxor 


W Ay Sizes 
8/12 





“A 7/11 
B 6/11 
Cc 6/12 
D 5/11 








7OR a GUELTY 


MANUFACTURERS OF 
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AddsClass and Quality to 
MEN’S FOOTWEAR 


Autumn days, with their zip and tang in the air, 
call for sturdy footwear. The golden tones of 






autumn colors with exceptional brilliance have 
been tanned into the fine skins specially selected 


for making Luxor Calf. 


Quality leather for quality footwear, insures, 

, . 
protects the shoe manufacturers reputation. 
We tan Luxor with that in mind. 


The fine mellow feel of Luxor, its tight break 
and rich color, makes it comfortable and shape- 
holding in the wear. It takes and holds a shine, 
retaining its quality-look over a long period. 
On display in the window, the tone of this 
leather gives the shoe that ‘“Come in—and buy 


appeal. 


We take special pride in this tannage of fine 
calf, first selecting the best grade of skins, then 
working them out well, and giving each a 
uniform color, all of which makes Luxor Calf 


” 
me 


economical in the cutting room and adaptable 
. ’ . 

to the popular price range of mens quality 

footwear. 


Color swatches on request 


GIRARD OHIO 


CAL F L_&A TT B88 


































rf 


Chiby Xi 


co /\ ° 









FOR MANY YEARS [T 
THROUGH ITS [8S 
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THEIR STANDARD BLACK KID 
STEADILY REPEATED SERVICE TO 

PONTIAC SHOE MEG. CO. 


PONTIAC ‘ ° . ‘ ILLINOIS 





The many years in which Pontiac Shoe Mfg. Co. has standardized on Ruby Kid constitute one of 
the most: significant tributes to its consistent beauty, service and comfort. 


This long established firm has always borne a reputation for honor built shoes and 
watchfulness in guarding their quality standards. 


Pontiac Shoe Mfg. Co. have lately introduced in addition to their well known 
PONTI-PED ARCH SUPPORT line of women’s Goodyear Welts a new 
line of cemented welt type shoes which, they report, are being 
very well received by their customers and which, like their 

Fashion Welt styles will be carried in stock. 


Three styles from the new line for Fall are shown 
herewith as made of RUBY KID, and the 
entire stock line for Fall will in- 
clude many new numbers. 


JOHN R. EVANS & CO. 


Ruby Kid is a definite Camden, New Jersey 
sales influence. — 


ts ale 





EVANS LEATHER 








Standardize on \ Ga Cvanse Brandon 
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A ONE-PIECE TOE 


The distinctive results obtained with Celastic Box’ 
Toes are due to the fusing qualities. The specially 


prepared fabric base serves principally as a car- | 


rier for the Celastic compound. The compound is 
thoroughly softened with Celastic softener, so that 
at the lasting operation it readily penetrates the 
lining and doubler. The toe of the shoe is thus 
firmly united into one piece . . . producing that 
lightness, firmness, and smoothness which is so 
important. 


Celastic — The Quality Box Toe — is adapted to all 
grades of shoes, for its quality fits it for the best and 
its cost allows it to be used in the more moderately 
priced footwear. 


haa él / ee 
THE QUALITY BOX TOE 





~ UNITED SHOE MACHINERY CORPORATION 


BOSTON; MASSACHUSETTS 
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Loh 10 the feet of 
‘SHAMPION 


and youll find they are gloved in 


What do the record-holders wear? There lies the 
stamp of approval on an article’s merit, the test for its 
correctness .. . and profits from sales to America’s hero- 
worshipping thousands of sportsmen enthusiasts. 

‘Look to their feet, and you'll find that the champions 
unanimously place their faith and their dependence upon 
Kangaroo, tanned in America. These stars have found 
that its combination of strength, light-weight and supple- 
ness is unequalled. The romantic story of the Kangaroo, 
strange animal of Australia, is climaxed by the fact that 
for half a century athletic champions of every sport 
where supple leather footwear is important have con- 
sistently worn this superb leather. 

Think of this: Kangaroo, tanned in America is 17% 


Kangaroo 


@ SURPASS LEATHER COMPANY 
@ ZIEGEL EISMAN. COMPANY 
@ RICHARD YOUNG COMPANY 
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Kk angaroo! 


stronger for its weight than any other leather ; it won’t 
stretch, or scuff, or tear ; it is flexible, pliant and as soft 
as fine kid. Think of this: when you feature shoes made 
of genuine imported Kangaroo you can sell your cus- 
tomers on the quality shoes your store retails. Think of 
this: to the other characteristics of. Kangaroo is added 
the fact that the grades used in men’s street or dress: 
shoes will take a brilliant, lustrous polish! And remem- 
ber: “kangaroo sides,” “kangaroo horse,” and “kan- 
garoo calf” are not genuine Kangaroo. It is genuine 


Kangaroo that the champions use. 


Tanned in 
AMERICA 


(PHILADELPHIA 
BOSTON 


NEW YoRK 
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Controlled Quality {!!/taam 


By sili every process used — 
in the manufacture of our ‘laces, 
beginning with the spinning of 
yarns from raw cotton, we control 
the quality of the finished lace. 


The quality of every finished prod- 
uct is dependent upon the quality 
of its ingredients. Division of qual- 
ity responsibility is eliminated by 
vertical production. We can assure 
you at all times of uniform laces 
that meet our high quality standard. 
Production economies enable us 
to offer you quality laces at prices 
that make them unusual values. 
We can supply you with a lace for 
every type and grade of shoe. 




















THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 


560 ue dus 9 of the lace itself which has SECTION OF 
A aA ito been impregnated with our SPINNING ROOM 
i own exclusive solution to give 
Tips may be either fabric, met- R the proper rigidity and en- 
al or celluloid. We reco We guarantee the 
mend the recently perfected JOSCO FABRIC TIP to out- 
JOSCO FABRIC TIP. last the lace in ordinary use. 
Shoe Lace Company, Ltd. 
(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. lI. 
SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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OTHER NORTHWESTERN, WLI y 
i LEATHERS 


Newtan 
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KITCHENER 
SMOOTH SIDES 


Good 
Form 


is not necessarily dependent on good 
leather . . . but in sports footwear 
good performance certainly is! It’s 
the permanent pliability and long life 
of Elko and Deerskin that make them 
the preferred sports-shoe leathers. 


NORTHWESTERN 
LEATHER 
COMPANY 
TRUST 


S8OsStTOn 


* 


* RUSSIDE * Sootan 


RUGBY Elk Sides 





DRAW YOUR 

OWN CONCLUSIONS 
ABOUT THE 
SUCCESS OF 

DAREX SOLES 


ee Soles and Heels were first advertised to the 
Retail trade in the Boot and Shoe Recorder. Today it is the only trade publication 
in which Darex advertising appears. 
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Z snd practically seemntew—wiich cashes 4s ment comboriable model... 
hy Daren Soles dre ref ibe seting testes of thin modetadding much 0 ts 
a and greatly mcewing as syle. 


AEX SOLES ARE SPONSORED HY DisuTanris t 


Macher ocerd of bw gram ther with wings 
Pf seamtens vamp « «Om haghby-atyled shes Oares Soden 
Porch ol weer wept thew soles oil srt delight 














No situation exists where the most effective mer- 
chandising and advertising tools are needed more 
than the launching of a new product in a highly 
competitive market. . 


After a searching analysis by their advertisin if : 
pling eg boop Haye advirliument 
DU eShu eetodir 


ing in the Boot and Shoe Recorder. 
Now, a year after launching their campaign, the 


wide-spread acceptance of Darex Soles is clearly | 

demonstrated in this latest advertisement of ) 

thirty-two pages featuring twenty-eight prom- ; AU GC. 22. | y) 3 | 
inent manufacturers who are equipping fall foot- 
wear with Darex Insulating Soles. 
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After 15 years of waiting—it’s here 


The first real hose protector 


ever developed 


Here is a new idea—Hosegards—to put 
vivid life into your displays and sales and 
give you a wider margin of profit than 
you have seen in many a day. 


Hosegards are made of chiffon weight 
pure Latex. They are so thin they are 
transparent—so strong we guarantee 
them against deterioration for two years. 


Every girl:and. woman who wears silk 
stockings is the market. There is no com- 
petition. Every rainy, snowy, slushy or cold 
day is Hosegard weather. This means an 
all-year-round seller with boom sales 


in winter.- 


LATEX RUBBER- PRODUCTS INC. 
AKRON, OHIO 





Hosegards ore packed inia carrying-pouch, cellophane wrapped 


and cartoned in a modern package. They are made in two 
colors, Beige and Gun Metal, and in two sizes: No. 1 for 8, 84 


and 9 standard sizes. No. 2 for 914, 10 and 10%. 
Find out about this sure-selling profit maker. 


HOSEGARD 

















LATEX RUBBER PRODUCTS INC., Akron, Ohio 


Please send me full information on Hosegards. 








State. ; 
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Hosiery Grows Darker 


Stockings to Harmonize with 


Black, Brown, Red and Green 





Here is an example of the hosiery color problem for fall. 
This semi-sports costume consists of a green jacket, brown 
skirt, brown kid high cut pumps and brown hat. The stocking 
of course, must blend with both brown and green. It may be 
either light or dark, but in either case it must be neither too 
yellowish nor too reddish. In this particular case the shade of 
stocking selected, was close to the well known “grain” tone, 
carrying enough warmth to blend with the dark brown, and at 
the same time being neutral enough to blend with the green. 


AIH IAL 
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Wit well over 50 per cent of 
the coats and dresses this fall being black, and the 
bulk of the remainder being deep dark brown, the 
hosiery color problem seems rather a simple one. Dark 
hosiery will prevail—darker than we saw last year. 
For wear with the black costume and black shoe, a 
dark neutral stocking will be in the fashion picture. 
Sheer black, dark gunmetal or off-black also will find 
a place in the hosiery scheme for wear with black. 
Of these, the sheer black and off-black may be con- 
sidered high style, while the gunmetal probably will 
run into volume business. 

Dark brown hosiery, mainly with a mauvish cast 
will harmonize with the deep brown costume and shoe 
tones. The new browns this year are quite deep and 
dark, centering around the chocolate tones. Hosiery 
colors such as the new Negrita and Tahita fall into 
these classifications. Even darker tones than these 
are being exploited in some quarters. 

Browns and beiges with more of a golden or yel- 
lowish cast fit in with the green costume and shoes. 
Two new shades, Paseo and Indotan on the Standard 
Color Card are ideal harmonizing shades with almost 
all the new green tones. A safe bet for wear with 
green is the old “Grain” which closely approaches 
in tone the new Paseo, 





Left—A lace welt and an entirely new 
design in mesh, known as the “Eye- 
let” which is selling well in the high 
style field. The enlarged section 
shows the design, which is made up 
of a series of vertically placed eye- 


lets 


The “Polka-mesh” stocking at 

right presents not only a new de- 

sign in mesh, but is said to be 
run and snag proof as well. The 
stocking is made on a lace ma- 

chine, instead of a regular 

hosiery machine with mesh at- 

tachment 


What's New in Hose 


Special Features Aid in Getting Away 
from Price Appeal 


When a stocking is merely a stocking 
and nothing more it becomes difficult for the pro- 
ducer and distributor to make money, hence the 
many new special feature hose that have been de- 
veloped in the last few months—stockings with some- 
thing more than mere price appeal to recommend 
them to the merchant and ultimate consumer. 

Reports indicate that price appeal in stockings is 
no longer the potent factor it was earlier in the year. 
Bargains no longer draw crowds. Women are grow- 
ing more and more susceptible to a stocking that is 
different from the ordinary run. This, in 
part, explains the enthusiastic consumer ac- 
ceptance of mesh hosiery this summer—and 
there is more than a fleeting guess that mesh 
and lace hosiery, in new and artistic designs 
will be good this Fall and Winter. For those 
who have the proper clientele, it should be 
easy to sell the new wool and cotton and silk 
meshes for sports wear. The newest of 














these come in two tones, blending admirably 


with the two toned woolen sports costumes. New 
mesh designs that run to the larger solid blocks 
have a good chance to register this Fall, and, of 
course, with the black velvet evening gown, a fine 
lace or mesh, sheer stocking in black will be ultra- 
smart. 

With woolen dresses much in the fashion scheme for 
Fall and Winter it is reasonable to expect that dull 
hose will continue in demand. However, it is by no 
means certain that dull hosiery will be wanted at all 

The greater use of satin in dresses may bring 
about a revival for the bright finish in stock- 
ings and probably will give ingrain hosiery, 
on which a brighter finish is possible than on 
dip-dyed goods, a much needed boost. With: 
ingrain prices revised downward so that the 
differential between them and dip-dyed stock- 
ings is not so great, there should be a wider 
market for them: 

_Lace. tops on hose are still important— 
highly important. Those who regarded lace 
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At the left is a new idea in hosiery— 
a deep lace welt with an extra tab 
of the material which may be un- 
raveled and the resulting thread used 
for mending. A self threading needle 
also comes with each stocking 


With the stocking at the right 

there is never any question of 

straight seams in the back for 

the guide mark on the front of 

the welt enables the wearer, 

when putting the stocking on, 
to get it exactly straight 


tops as a passing fad are revising their ideas. How- 
ever, a note of caution is in place. Lace tops, proper- 
ly executed and artistically designed will continue to 
appeal to fastidious women, but poor designs, espe- 
cially where the lace idea is overdone, cheapens the 
look of the stocking and detracts from, rather than 
adds to, its salability. Good taste in lace tops is high- 
ly necessary. 

Various types of stockings that may be adjusted 
in the welt to fit long or short legs are now on the 
market. It is probable that further development along 
this line will await ultimate disposition of litigation 
over patent rights in this field. A stocking made 
without a double welt has been introduced recently 
and found good consumer acceptance, according to 
reports, largely because of its being cooler in sum- 
mer than the stocking with the welt of a double 
thickness of fabric. This may become an important 
factor in next summer’s hosiery business. Certain it 
is that with the adjustable features and lace tops, 
welts have assumed the position of primary import- 
ance in hosiery, whereas heels were uppermost not 
so long ago. Paradoxical as it may seem, interest 
in welts has come along with longer skirts. 

In addition to merely decorative 
features hosiery manufacturers are 
racking their brains for new and 
practical ideas which will add to the 
desirability of their stockings. Fea- 
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tures that tend to increase wear appear to be in line 
for great development at present, with customers 
practicing rather rigid economy in their expenditures. 

Even in color, there is likely to be a tendency among 
women to buy hosiery of a shade that will permit 
its being worn with more than one costume. One 
of the leading New York shops recently advertised 
a new fall color in hosiery under the store’s own 
name, suitable for wear with either black or brown 
costumes. The shade was a bronzy black, “dark 
enough to look black with a black costume and bronzy 
enough to look brown with a brown costume.” Ex- 
ploitation along these lines is good business under 
current conditions of economy buying on the part of 
the public. 

The fall line-up in hosiery, then, so far as the shoe 
retailer is concerned is a color range that consists 
largely of deep browns, a few neutrals in dark tone, 
a very few light shades for evening wear, and at least 
one dark gunmetal or off-black. These stockings 
should be of three or four thread construction, which 
is sheer enough for every purpose and still give some 
wear, possibly one, five or seven thread stocking for 
service wear. High twist stockings should be advo- 

“cated for wear with woolens and 
rough materials, and the shiny in- 
grain or dup-dye stocking for wear 
with satin. A moderate stock of 
wool combinations may be carried. 





NATURAL 


ov 


NAT AND BRIDGET WILL BE “ON THE AIR” OVER 
THE FOLLOWING RADIO STATIONS AT THE TIME 
SPECIFIED. NOTE DATE OF FIRST BROADCAST ON 


EACH STATION. 
Station City Time (P. M.) Starting 


WKY Oklahoma City, Okla. 9:15-9:30 Thursday Sept. 
ww] Detroit, Mich. 8:30-8:45 Thursday Sept. 
WOR Newark, N. J. 7:45-8:00 Thursday Sept. 
WLW Ciacinnati, Ohio 8:15-8:30 Thursday Sept. 
WIOD Miami, Fla. 7:45-8:00 ‘Friday Sept. 
WBBM Chicago, Ill. 9:00-9.15 Friday Sept. 
KSTP St. Paul, Minn. 8:30-8:45 Thursday Sept. 
WSB Atlanta, Ga. 9:45-10:00 Thursday Sept. 
WHK Cleveland, Ohio 7:45-8:00 Thursday Sept. 
KWK St. Louis, Missouri 9:30-9:45 Thursday Sept. 
WCAU Philadelphia, Pa. :45-8:00 Sunday Sept. 
WIJAS Pittsburgh, Pa. : :45 ~—s“ Friday Sept. 
WBZ Boston, Mass. 345-8; Thursday Sept. 
WBZA Springfield, Mass. 45-8: Thursday Sept. 
WDAF Kansas City ~ ~ Thursday Sept. 
WBAP Ft. Worth, Tex. :30-9: Friday Sept. 


* 
NATURAL BRIDGE SHOEMAKERS 


aN at oe \ | Division of Craddock-Terry Company 
7\ 4 / ) } . 
ae L qT © qT H E F ole q shia vary VIRGINIA 
ail anY at = ~ - a Distributors—MclIntosh Co., S; field, Mass. 
Lx DU) D T C) T HE FE yY F er Pacific Const os eee 
pe pay 2 iad Rs pease goa neiiieert ae von 
(INN \ an Franc . . a 
GOOD TO THE New York Office—Marbridge Building” 
Chicago Office—Republic Building 


POCKETBOOK | 
ee * 


llaturat Budge 





3 
3 
3 
3 
4 
4 
3 
3 
3 
3 
6 
4 
10 
10 
3 
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BRIDGE 
PAIR... 







ARE NOW ON THE AIR 
EVERY WEEK n * 


WOMEN’S 
STYLES 







On September third this popular pair of Broadway 
entertainers made their bow to radio listeners as as 4 to °6 pF 
the Natural Bridge Pair. Their unique program will 










be a popular feature every week from now on. * 
MEN’S STYLES 

Millions of men, women and children are hearing 8 Py 
them—and will want to buy Natural Bridge Shoes. 7) to 6 
Are you prepared to meet this national preference? * 

This radio broadcast which blankets the country seenue 
through sixteen stations—newspaper announce- 8 8 
ments—local radio programs by means of electrical 3 to 4 





transcriptions—newspaper advertising—direct mail 
—and several other advertising activities will give 
added impetus to an already fast-selling line of foot- 
wear. There is profit for Natural Bridge dealers— 
are you one of them? If not, it is not too late to join 
in the Natural Bridge Agency Plan. Write us now! 
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The Sherwood Shoe Company Presents 
FALL STOCK STYLES 


The Twinkle 


84083—Black Calf with Black and 
White Pig Calf Trim, 1616 Last, 16/8 
Leather Heel - $3. a} 
Sizes: AAA, 5 to 9; AA, A, 
CHE thehtats tet 
No. Bi5—Same in wl Suede with 
Brown Alligator a ey $4.75 
Sizes: AAA, 5 to +: . 
4% to 8; B and C, "it's. 


No. Bi3—Black Suede with Genuine 

Black and White ae Trim, 1616 

a. 16/8 aK Heel y* 
AAA, 5 to 8; 

fut to 8; B, 5 to 9; C, 4't 


The Tally 


No. B4000—Semi-dull Black Kid, 1418 
Last, 14/8 Leather Heel 

Sizes: AAA, ; 

5 to 9; B, C and D, 4 to 9 


The Grace 


No. Bi2—Black Buddha Cloth Pump, 
1916 Last, 19/8 Covered Heel... .$3.75 
Sizes: AAA, 5 to 8; wy o to 8; A, 
4% to 8; B, 4 to 8; C, 4 to 8. 


In Sherwood Process 


The Scamp 
No. B4077—Oxide nn trimmed with 
Black and White Java Ring Lizard 
and Oxide Calf, 1602 Last, 16/8 Wh 


ered 
Sizes: 5 to 8; AA, 5 to 8; A, 
4% to 8; Band C, 4t o 8. 


The Sandria 


No. Bi6—Patent Leather —- Black 
and White Check Calf Pip’ Check 
Calf on Straps, 1802 Last, nee Cellu- 
loid Heel 

Ne. BI7—Same in Dark Brown Kid 
with Brown and Parchment Piping on 
Strap 5 
Sizes: AAA, 5 to 8; AA, 5 to 8; ‘A, 
4% to 8; B and ©, 4 to 8. 


The Tex 


No. B407i—Brown Suede 
with Brown Calf, 1618 Last, 16/8" core 


No. B4067— 

Trimmed with “Milack "calf 

Sizes: AAA, 5 to 8; ae 4% 10 9; A, 
4 to 8; B and C, 4 t 


The Sprague 


No. Bi4—Brown Suede with Genuine 
Coffee Lizard Trim, 1714 Last, 18/8 

e! Hee! 7 
Sizes: AAA, 5 to 8; ay 5 to 8; A, 
4% to 8; Band C, 4 to 8 


The Delta 
No. ej gt o— Bt 
with Lizard Calf 
1414 Last, 14/8 Dull "Genuloid “Cant. 
skuf Covered Heel 
Sizes: AAA, 5 to 9; AA, a y; A, 5 
to 9; B, 4 to 9; C, 4 to 9; D, 4 to 8. 


The Shy 
No. B4078—Oxide Kid, trimmed with 
Oxide Tattoo Calf and Genuine Black 
Calcutta Lizard, 1802 Last, 18/8 Louis 
Covered Heel $4.25 
Sizes: AAA, 5 to 8; AA, 5 to 8; A, 
% to 8; B and C, 4 to 8. 


The Dixie 
No. Bi0—Black Calf Dixie Pump, 
1803 Last, 18/8 Covered Heel....$3.75 
No. Bil—Black Suede Dixie Pump 


rey AAA, 5 to 8; AA, i% to 8; 
A, 4% to 8; B and C, 4 to 8 


The Dixie 
No. B4059—Sterling Patent Colt, ioe 
ene Covered H 


(Suitable for dyeing) 
4060—Same in Semi-dull Black 


5% to 8; AA. 5 to 8; 
A, 4 to 8; B and C, 4 to 


Terms: NET 30 Days 
25 cents per pair extra on all orders for less than 3 pairs of any one style. 


SHERWOOD SHOE COMPANY, Rochester, N. Y. 


The Swan 

Ne. B4002—Semi-Dull Black Kid, 
Grey Perlustre Kid Strap with Rajah 
Lizard Side Tab, 1618 Last, by 
Leather Heel 
Sizes: AAA, 
4% to 9; B, 
to 8. 


9; C, 4 to 9; 


The Sonia 
No. B4069—Black Kid, Semi-dull fin- 
ish, Top Grade Construetion, 1618 
Last, 16/8 Covered Heel 
No. 84070—Same in Brown Kid.. 
Sizes: AAA, 5 to 9; AA, 4% to 9 
4 to 9; B, 4 to 9; C, 4 to 9. 


The Tess 
fe. B4004X—Black Kid with Genuine 
and White Ceara Lizard Trim 
Tas Last, 16/8 Covered Heel. . 2B 
Sizes: —* 5 to 9; by 5 to 9 + 
4% to 9; B, 3% to Cc, 4 
ane size in’ with Ry ‘season’s yo 


5 


The Grace 
No. B4076—Genuine Mat Goat, Seam- 


to 8; AA, 5 to 


A, 4 to 8; B and C, 4 to 











Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, Sept. 5, 1931 

















NATIONAL NEWS 


>» HOW’S BUSINESS ¢ 


“Shoes Lead Up-turn”—Doak 


BINGHAMTON, N. Y.—An appeal to 
every citizen to encourage and aid in 
dispelling the “cloud of fear” that 
“seemingly shadows the land” was 
made here today by the Secretary of 
Labor, William N. Doak, in an address 
at the celebration of the fiftieth anni- 
versary of the founding of the Endi- 
cott-Johnson Corp. 

The Secretary expressed hope of sub- 
stantial improvement in employment 
conditions as a result of efforts of the 
advisory committee under Walter S. 
Gifford, recently appointed by the 
President. 

The boot and shoe industry, now op- 
erating on an average of 90 per cent 
of capacity or better, is the first major 
industry to show definite improvement, 
and because of its economic importance, 
occupies an influential position in the 
economic life of the country, Mr. Doak 
declared. 


International Expanding 


St. Louis—International Shoe Com- 
pany has completed arrangements for 
erection of a new shoe factor at Wind- 
sor, Mo., to employ about 200 em- 
ployees. This is the second announce- 
ment within a month regarding con- 
struction of additional factories. Re- 
cently the company completed negotia- 
tions for a new unit at Anna, IIl., on 
which work has already started. 


Selby Output, Three Weeks Record 


PORTSMOUTH, OHI0—Production at 
the plant of the Selby Shoe Co. contin- 
ues at top speed, according to state- 
ments of officials. Within the three 
weeks ending Aug. 15 more shoes have 
been turned out of the Selby factories 
than during any like period in its his- 
tory. During the past 60 days more 
than 600 old employees have been re- 
called. Salesmen on their territories 





are reporting much better business in 
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EVERY WEEK 








all of the Selby lines, including Arch 
Preserver, Tru-Poise and Iris. 


SHOP TALK 


There’s a store 

The name of which 

We graciously omit from print 
that found it had exactly 92 
Different styles of shoes in stock 
And 80 of them 

Wouldn’t sell at any price. 


The boss, who thinks 

He’s smarter than he is, 
Sold the lot to an auction house 
And then ordered new shoes. 
Being smart he decided not 
To get stung again 

So he ordered only six 
Styles and only a dozen 
Pairs of each style. 

The very first customer 
Who saw the new shoes 
Liked one particular style 


And was ready to buy. 

But she wore an 8AA 

And the shoe man didn’t 
Have it in stock 

And then he realized that 
A bum run of sizes 

Was just as bad 

As bum styles. 


Now he’s thinking 

A lot about the shoe business 
And has just about decided 
It’s too much trouble, 

So he’ll probably sell out 

And open a livery stable. 


55 





N. Y. State Factories Busy 


ROcHESTER, N. Y.—Shoe factories in 
the western New York area were boom- 
ing to near capacity last week, al- 
though tending slightly to cheaper lines 
in response to demands of retailers. 
Quality shoes still were going well in 
Rochester. 

The Blum Shoe Manufacturing Com- 
pany of Danville has added slippers, 
pajamas and beach shoes to its regu- 
lar line of felt footwear. The Endi- 
cott-Johnson factories in Johnson City 
and Owego spurted in the last week 
to more than 90 per cent capacity. Big- 
ger factories in Rochester are setting 
a pace, with the W. B. Coon Company 
turning out 3000 pairs a day and the 
Sherwood Shoe Manufacturing Com- 
pany 3500 pairs. 


Wohl Taking More Space 


St. Louis—The Wohl 
occupying half of the _ eight-story 
building at 1224-26 Washington 
Avenue, announces that on October 
1 it will occupy the entire building. The 
firm now has about 150 retail stores 
and its payroll has increased ten times 
that which the firm had originally. 


f 


Shoe Co., 


Sullivan Expands 


WILLIAMSBURG, OHI0O—The Sullivan 
Shoe Co. reports that it has opened a 
fitting department in the factory build- 
ing at Batavia, formerly occupied by 
the Overall Manufacturing Co. The 
plant here is being operated with three 
eight-hour shifts. 


Production Up in Canada 


MontTREAL, Aug. 24.—Production of 
leather footwear in Canada for the 
month of June was again higher than 
the same month of last year, but was 
slightly under May’s total, a report 
issued by the Dominion Bureau of Sta- 
tistics shows. 








> THE PURPOSE OF BUSINESS IS PROFIT 4 





Hide Futures Decline 


_. NEw YorK—Hide futures values con- 

tinued to decline during the. week 
ended. Aug. 28, with future prices 
showing net losses: ranging from. 40 
to 80 points in an unusually active 
market, sales on the Exchange total- 
ing almost 19,000,000 pounds. 

A new low trading level was again 
established for the second week in suc- 
cession, when September option sold at 
7.25c. a pound on Monday, a decline of 
50 points from the previous record. 

Unfavorable credit conditions abroad, 

resulting in a curtailed foreign de- 
mand, were held mainly responsible for 
the weakness in hide prices. Sales in 
New York and Chicago were of very 
limited quantities and the undertone 
was decidedly easier than the previous 
week. The Argentine market also 
moved moved downward. 
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War Over Shoes 


WASHINGTON, D. C.—A controversy 
between the War Department and the 
federal Bureau of Prisons over the 
price of 53,676 pairs of shoes to be 
used in the Army will be submitted to 
a special board of arbitration for set- 
tlement. 

Under the recently enacted law set- 
ting up industries within the federal 
prisons, departments of the national 
government were required, with cer- 
tain exceptions, to purchase their sup- 
plies from the Bureau of Prisons, when 
the bureau could meet their needs. 

The Army needed 107,352 pairs of 
shoes, and the bureau informed the 
War Department it could supply one- 
half the order at $2.73 per pair. The 
Quartermaster at Philadelphia, who 
was handling the transaction, then ad- 
vertised in the open market for bids 
for the remainder, the low bidder being 
the Brown Shoe Company, St. Louis, 
which offered to supply the shoes at 
$2.445 per pair. 

Believing the price asked by the Bu- 
reau of Prisons should be no higher 
than that asked by a commercial firm, 
the Quartermaster General appealed to 
the bureau to meet the price of the St. 
Louis manufacturer. Then followed a 
conference between Maj. Gen. J. L. 
De Witt, Quartermaster General of the 
Army, and James V. Bennett, assistant 
director of the Bureau of Prisons, at 
which Mr. Bennett stated the bureau 
could not lower its price. 

The Quartermaster General then ap- 
pealed to Comptroller General J. R. 
McCarl, who has jurisdiction over all 
federal expenditures, but Mr. McCarl 
replied that he had no authority to re- 
quire the bureau to lower its price. 
The prison industries act set up a spe- 
cial board to arbitrate such matters, 
the Comptroller General pointed out, 
and he could not interfere. 

Under the law the War Department 
must purchase the shoes from the Bu- 
reau of Prisons, if the bureau can 








THEY WANT TO KNOW 
WHERE TO BUY 


RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 


N343. 
N344. 
N345. 
N346. 


Children’s high grade turns, complete 


ine. 
Popular priced hand bags to match 


footwear. , 

Small stepladders for use in shoe 

store. ; 

Women's comfort turns with flat 

heels to retail at $4.00 and $5.00. 

. Corrective shoes to retail from $2.95 
to $3.95 in case lots, men’s and 
women’s. 

. Heavy leather work shoes in quan- 
tities. 

. Men’s shoes to retail at $3.00 and 


, Men's tan oxfords on the Munson 
ast. 

. Young men’s snappy oxfords to re- 
tail at $2.95. 

. X-Ray machine for shoe store use. 

. Used settees or opera chairs and win- 
dow fixtures in first class shape, by 
retail shoe store. 

. Football shoes to retail for $5.00 and 


up. 
Ski-boots in stock. 

. A. White kid oxfords, crepe or rub- 
ber sole, A, B, C, D, widths. No 
cut outs. Can have tip or be plain . 


toe. 

B. White kid 4 or 5 eyelets tie, 14 
or 15 eight heel, covered. Must be 
plain with no cut outs, A, B, C, D, 
widths. Both these shoes to cost 
from $3.35 to $3.75. . 
Men’s slippers, hard soles to retail 


at $1.95 (Volume buyers). 
. Growing girls lace bal shoes. 





supply them, and if the price differ- 
ences cannot be ironed out between the 
two departments the parties must sub- 
mit the case to arbitration and abide 


by the decision of the special board. 


Wohl Opens New Department 


NASHVILLE—Sol Frankland & Son, 
located at 315 Third Avenue North 


one of the oldest dry goods, ready-to- 
wear and millinery establishments in 
Nashville, having been continuously in 
business for over 50 years, have leased 
part of their ground floor to the Woh) 
Shoe Company of St. Louis, who have 
put in an attractive stock of popular 
priced patterns. 

James Fitzgerald, who has had many 
years experience in the retail shoe 
trade in Nashville, comes to Frank- 
land’s as manager of the new depart- 
ment, from the shoe department of 
Rich, Schwartz & Jaseph, who also 
carry the Woh) line. 
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Start Buying in November 
By Paul Jones 
Commonwealth Shoe and Leather Co. 


“From the point of view of men’s 
shoes, in which we are more directly 
interested, the National Seasonal Open- 
ing and Shoe Display Week of Nov. 
16-20 is a notable improvement over 
the old practice of a January show. 
In men’s shoes we do not have the 
rapid and erratic style change tenden- 
cies that sometimes make uncertain the 
trend in women’s shoes. With Septem- 
ber, October and half of November sell- 
ing behind us, the style trend for the 
following season can by the date of the 
show be accurately enough forecast for 
all practical purposes. By that time 
the bulk of Fall re-orders will have 
been placed and the factories as al- 
ways face the dullest time of the year 
in late November and December. The 
result has been an extremely erratic 
production curve with its attendant 
costs and losses in these unusually 
quiet months. 

“Under today’s conditions with ev- 
erybody striving keenly for the lowest 
posible costs, it is an economic load on 
our industry to let there be any hesi- 
tation up until so late as the middle of 
January from any cause that would 
slow up the normal purchasing of 
men’s shoes for Spring delivery. With 
the excuse of a January show out of 
the way it will be vastly easier for us 
to get down to business with the re- 
tailers and attend to our Spring sell- 
ing in time to keep the factories busy 
and with an ample background on the 
buyers’ part to discount any possible 
style trend. 

“Our industry is facing more serious 
competition than ever for the consum- 
er’s dollar. We must be in a position 
to offer maximum value and attractive- 
ness to get even the dwindling share of 
that dollar which has been coming to 
us in the men’s shoe game. Every fac- 
tor, therefore, which leads to econom- 
ical and efficient production should be 
taken advantage of, and certainly one 
of the principal of such factors is a 
style show which comes no later than 
the latter part of November.” Such a 
project is to be held under the direction 
and management of the National Boot 
and Shoe Manufacturers Association in 


New York, Nov. 16 to 20, 1931. 





In New Store 
MILWAUKEE, Wis.—The Shoe Mar- 
ket, formerly at Twenty-second and W. 


Vliet streets, has recently moved to the 
busy north side section, at 2443 N, 


Third Street. It handles well-known 


lines of footwear. F. Leibovici is the 

owner of the store. 

Slater’s, Pawtucket, to Move 
PAWTUCKET, R. I.—Slater’s Shoe 


Store is soon to move into a newly re- 
modeled store in the very center of the 


city’s business center. 
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50 YEARS OF EXPERIENCE 
ARE BEHIND THESE 


Experience is the greatest teacher of all. 
The fact that “Standard” Spats are the 
choice of practically every leading out- 
let in the country is evidence that S. 
Rauh & Company know their business. 
They learned long ago that perfect fit 
and long wear can be made possible 
only with the finest workmanship and a 
superior fabric. 


The 50 year reputation of “Standard” 
Spats is your guarantee of perfect mer- 
chandise and customer acceptance. Dis- 
play “Standard” Spats in your windows 
in your central store display. Let your 
customers know that the spats you sell 


are “Standard.” 


Ss. RAUVH & COMPANY 
650 SIXTH AVENUE, NEW YORK 


o> wv 
s Standard 
oranda l¢ 
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WHERE TO BUY 
Men's Shoes 


AST WEYMOUTH,MASS. U.S.A. 





In Stock Service ccw: § 
F, M. HOYT SHOE CORP. 


eosmus ‘56. Manchester, NH. ~ 








“A MAN’S DECISION” 


THE 


Ww 


Men’s 
Fine 
Shoes 
Old 
Colony 


Shoe Co. 
Boston—183 Essex Street Drockten. 


N. Y.—915-917 Marbridge Bldg. ~ Mass. 
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PROFIT PRINCIPLES No. 1 


Copyrighted and .reprinted by permission of National Shoe be & Association 


—————————————————eeeee—eeeeeeee 


The expectation of profit is the pul- 
sating force that will drive life’s sus- 
taining energy ‘into every part of the 
industry. In cooperation with the Na- 
tional Shoe Retailers’ Association, to 
whom we are indebted for this series 
of lessons, we hope to illustrate that 
net earnings, though small, are needed 
in every branch of the trade if it is to 
continue a healthy industry. On the 
one hand, the risk taker 
sells his shoes at too low a 
price to insure continuing 
business; while, on the 
other hand, a too high 
rate of mark-up limits the 
flow of customers. Proper 
balance at retail can be 
achieved by a study of 
these N. S. R. A. Profit 
Principles. 

A sale of 8000 pairs an- 
nually means an average 
of only 26 pairs per day. 
This average shoe store 
sells less than 1 per cent 
of its 4000 pair stock 
every day, or 4 per cent 
(160 pairs) every week, 
or 16 per cent (640 pairs) per month. 

A store selling 9000 pairs on an 


average 3000 pair stock (and only a 
comparatively few stores do turn stock 
three times) would sell exactly 1 per 
cent (30 pairs) each day, or 6 per cent 
(180 pairs) per week, or 23 per cent 
(750 pairs) per month. 

We question very much if shoe re- 
tailers generally ever realized how 





DAILY SALES | 


small a percentage of their stock is 


SS THAN 1° OF STOCK 


sold each day. This thought gives new 
emphasis to the need of increased sales. 
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Tus 


cS 


©) ror MEN 
M. A. PACKARDCO., Makers 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















Second Empire in Shoes 


CHIcAGO—The influence of the Sec- 
ond Empire, typified by the popular 
Empress Eugenie creations, is making 
itself felt in women’s footwear in no 
uncertain terms. One of the most no- 
ticeable trends is the rather spectacu- 
lar return of large and, in some in- 
stances, brilliantly colored buckles. 

Many of the women prefer, however, 
to add color to their shoe ornaments by 
placing small, colored feathers behind 
the buckle. A most striking effect is 
thus obtained. Shoes so decorated are 
already being shown, and the response 
has been sensational. In some intances 
the feathers chosen for the shoes are 
picked to match those of the hat. 

A leading manufacturer of feather 
novelties advises that there is a great 
demand for feathers of all descriptions. 
Straight feathers as well as curled 
feathers of all colors seem to be equally 
popular. Merchants have been quick to 
realize the profit possibilities of this 
trend, according to this manufacturer, 
who says that these decorations may be 
secured at a very nominal cost. 


Dark Browns for Men 

Kansas City, Mo.—Dark browns are 
much in demand, according to G. V. 
Larrive, manager of the men’s shoe 
department of the Palace Clothing 
Company. Narrow toes are another 
feature of the new season’s call, and to 
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match this width a small tapering heel 
is shown. Wing tips are also being 
called for extensively. 

The Palace is staging a “Good-Bye” 
sale this week in the men’s and boys’ 
clothing and furnishings department. 
Short lines of high grade merchandise 
are being sold without profit and some 
items at less than the original cost in 
order to make way for new goods. 


Oxfords in Des Moines 


Des Moines, Iowa.—Oxfords are the 
leading sellers in the early Fall shoes, 
particularly in black with fancy trims, 
according to H. L. Barlass, head of the 
shoe department at Younker’s, Des 
Moines. 

Brown oxfords also are calling forth 
their share of comment and are being 
scheduled for school wardrobes. 
Suedes are proving their popularity as 
anticipated for early Fall and many 
types are being shown with fancy trims, 
featuring one side of the shoe more 
elaborately than the other, after the 
fashion of the Fall hats. Alligator 
trims are shown in profusion, both in 
black and brown footwear. 

Pumps and strap shoes appear in 
this order as shown by the early de- 
mand. Lower heels are being shown 
in all varieties of footwear, pumps par- 
ticularly coming in lower heels than 
for some years. 

Dark green shoes are showing some 
strength and are being carried in the 
third ranking group for'Fall wear. 
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GOOD 
NEWS 


for Travelers 





























YOU CAN’T WEAR OUT THEIR LOOKS 


Ritz eee stocked in 


Tan Hickory Calf, No. 218 
Black Alpine Calf, No. 418 . . . at *6 


AA, 8% to 11; A, 7% to 12 
B and C, 6 to 12; D, 6 to 11 


- stock, *5 to *6= 


99, Active styles in atly on request 


i m 
Complete catalog mailed pro 


THE J. P. SMITH SHOE CoO. 
SANGAMON & HURON STREETS, CHICAGO 
181 Duane St., New York . . . 712 Forrester Bldg., Los Angeles 


Smith Smart Shoes for Men and Women 
Dr. A. Reed Cushion Shoes for Men 
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WHERE TO BUY 
Spats 





Sas ad AA VICE OS 


BOND STREET 
Lputs 


Best known, most de- 
manded line. Styled in 
England and made in @ 
full’ range of sizes and 
correct colors. Backed by 
powerful radio advertising 
over a Columbia Bro; 
easting System network— 
Supported by strong mer- 
chandising helps, attrac- 

tive packages, ete. Immediate delivery from stock. 

Write for samplss. 

THE WILLIAMS MFG. COMPANY 
Portsmouth, Ohio, U. S. A. 


Mi Li AF MiG Me: a 


WHERE TO BUY 


Dancing Shoes and Taps 


IN STOCK 


FOR IMMEDIATE DELIVERY 


Sizes 11% to 2 
2% to 8 


The best popular 


Insist on 

turns for 

tap danc- 

ing shoes 

with 

leather 
heels—as they must 
be flexible. 


Write for 
sample pairs 
The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 








pa) ope 
TAP SHOES a 
IN-STOCK 
No. 9780—Black Kid 
$1.70 
No. 9785—Patent 
Leather 
$2.20 ‘| 
BROCKS SHOE MFG. CO. 
Swanson & Ritner Sts. 
Philadelphia 











PROFESSIONAL 
FLATS * 


* KENDALL’S 


Style No. {1 Patent Lea. 
Women’s 2 to 8, B and C 


Misses’ {1 to 2, B and C 
$1.90 





Style No. 12 
lack Kid 
Women’s 2 to 8, B and C 





Misses’ 11 to 2, B and C $1.65 


* KENDALL SHOE COMPANY 
HAVERHILL, MASSACHUSETTS 








* 








H. E. Smith & Son Retire 


WoRcESTER, Mass.—H. E. Smith & 
Son, Inc., 12.Salem Street, have liqui- 
dated and closed their wholesale shoe 
business after sixty-five years of ser- 
vice in this city, The ¢hanged econom- 
ic conditions are given as a reason for 
closing. The company was formed 
shortly after the Civil War by Col. 
Henry E. Smith, who took A. J. 
Stearns in asa partner in 1870. In 
1900 the firm name became the H. E. 
Smith Co. and in 1903, E. Walter 
Smith, a son, was taken into the firm, 
the firm continuing under the name of 
the H. E. Smith & Son, Inc. 


New Wholesale Firm 


New YorK-—-The McBreen Shoe 
Company, Inc., announces the opening 
of their new enterprise with headquar- 
ters in the New York wholesale market, 
109 West Broadway, New York City. 
They will specialize in women’s novelty 
shoes. 

The personnel of the firm consists of 
Edward McBreen, for the past 13 years 
in charge of styles, buying and sales 
with the Duane Shoe Company; Jack 
Weiss, who spent seven years with the 
Duane Shoe Company, covering Brook- 
lyn and Long Island, which he will con- 
tinue to cover; Jack Goodman, who 
also spent the last eight years with 
the Duane Shoe Company, covering 
covering Chicago and the Middle West. 


Introduces New Trimming 


New YorkK—The Hy-Grade Slipper 
Company, 693 Broadway, New York, 
is producing a new trimming that is 
used as a substitute for feathers. The 
trimming is based on a starched or- 
gandie, bowed and trimmed down the 
center with various braids. 

Saul Horowitz, the owner of the Hy- 
Grade Slipper Company, is the inven- 
tor of the new trimming machine. 


Baker Shop Closed 


ATLANTA—The Baker Shoe Shop at 
33 Whitehall Street, S.W., has been 
closed, and its sales force and stock 
combined with the second Baker store 
at 69 Whitehall Street. The site at 33 
Whitehall has been leased by the Burt 
Shoe Shop, which will occupy it imme- 
diately, it is stated. 


To Make Cemented Shoes 


St. Louis—Wolff-Tober Shoe Manu- 
facturing Company of St. Louis have 
switched their entire output to shoes 
of cement construction, which will be 
known as the Solastic Process. This 
concern recently applied for patents on 
a shank construction which is called the 
Viol Shank. 


Walk-Over Field Day Held 


BrocKTON—An airplane exhibition 
featured the annual Walk-Over Field 
Day, held Aug. 22, with more than 


TO SHOW NEWEST SHOES 


Schenectady, N. Y.—More than sixty lines of 
shoes, comprising the newest styles for men, 
women and children, will be on display at the 
annual convention of the New York State Shoe 
Retailers Association at the Van Curler Hotel, 
Schenectady, September 14 and 15. The con- 
vention will offer an excellent opportunity for 
merchants from all parts of the State to compare 
lines and select such merchandise as they may 
require for the selling season that lies imme- 
diately ahead. 

An educational program of exceptional inter- 
est has been arranged by the convention com- 
mittee headed by Jesse L. Patton, of Schenec- 
tady. Reservations point to a large attendance, 
and Mr. Patton declares that no retailer should 
fail to take advantage of the opportunity which 
the convention will afford to compare lines and 
prices and get set on merchandising plans for 
Fall and Winter. 

Besides the exhibits and educational program, 
an enjoyable list of entertainments has been 
planned for the shoe men, their wives and 
guests. So far as the shoe trade is concerned, 
y og en lead to Schenectady, September 

and 15. 


——— TT 


7000 people in attendance. Baseball, 
boxing, automobile racing and a mid- 
way which climaxed the day with danc- 
ing and a band concert, brought to a 
close one of the most successful events 
of its kind ever held in the history of 
the organization. 

Roy Keeley, aviator, who made a 
flight over the city, dropping several 
hundred tickets to the affair, was ac- 
companied by Lieut. Roger White, 
member of the George Keith sales force 
who served in the Royal Flying Corps 
during the war. 


Brockton Fair Plans 


BrockTON—Governor’s Day, long an 
institution at the Brockton Fair, will 
again be carried out this year with 
the presence of Gov. Joseph Ely, ac- 
companied by his staff, on Friday, Sept. 
18. This occasion has for years been 
one of the features of the Brockton 





Fair program and originated when Wil- 
liam L. Douglas, Brockton’s own Gov- 
ernor of the Bay State, held guberna- 
torial office more than a quarter of a 
century ago. 

Senator Roger Keith, new chairman 
of the Governor’s Day Committee, who 
succeeds the late Walter Rapp, has 
made extensive plans for the reception 
to the Governor, his staff and other 
State dignitaries on their visit to the 
Fair this year. 


John S. Kent Recovering 


BrRocKTON—John S. Kent, president 
of the M. A. Packard Shoe Company 
and former mayor of Brockton, is re- 
covering from an eperation which he 
underwent recently at a Boston hospi- 
tal. The many friends of Mr. Kent, 
well known for his interest in civic af- 
fairs in this city, will welcome the news 
of his recovery. 
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THIS 
DISPLAY CARD 
SELLS LACES 
WITHOUT 


EFFORT 
* 


YOUR 
JOBBER WILL 
SUPPLY THIS 
CARD WITH 

ORDERS 


Selling Appeal 


ELASTIC SHOE LACES 


Once tied these laces stay tied—they are always 
good-looking since they never become twisted and 
frayed—they save time and temper, as the foot 
slips in and out of the shoe easily—they are more 


New ideas and new things create sales. The public 
is responding to the appeal of this new kind of shoe 
lace. And on this response to novelty many mer- 


chants are building a structure of repeat sales and 


profits, because Ypgfihemd Elastic Laces are an au- 
thentic and reliable product with many advantages 


over ordinary laces. 


comfortable with their easy give and take as the 
foot flexes—and the fast color tips can’t come off. 


There is a Lace to fit every need and style 
—all available through your jobber. 


READING 
PENNSYLVANIA 
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WHERE TO BUY 
Men’s & Women’s 
Shippers 


x) eocccccecy 
“RADIO-TYME”’ 
TO RETAIL AT $3, $4 & $5 
EVANS 


STANDARD 


“RADIO- HOUSE 


TYME’ SLIPPERS 
Reg. U. S. Pat. Off. In Stock 


CATALOG ON REQUEST 


1) L. B. EVANS’ SON CO:, Wakefield, Mass. ok) 











W. S. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 
MEN and BOYS 


HANDTURNED 
$2.00 to $2.85 
Boston Office: 501 Statler Bldg. 





*) 8. 





— SLIPPERS are made better— 
on the market in a cae price 
class. = Samples on Request. 
VINCENT HORWITZ woos ratte 
64-76 W. 23rd St. 














Indiana Meeting Sept. 12 


INDIANAPOLIS, IND.—The Indiana 
Shoe Travelers Association will hold 
their first fall meeting Sept. 12 in the 
association rooms in the Claypool Ho- 
tel. 
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> ON THE SELLING END « 


News of the Travelers and Sales Activities 


Leo Gordon With Waban Shoe Co. 


NEw YorK—Leo Gordon, well known 
shoe salesman and stylist, has severed 
his connection after many years with 
Tull & Gordon of Brooklyn, and has 
become associated with The Waban 
Shoe Company of the Plant Company 
Building, Boston. 

Mr. Gordon, together with Mr. Her- 
mer, formerly a successful shoe mer- 
chant of Texas, are in complete charge 
of sales, in-stock department and ad- 
vertising of The Waban Shoe Company. 
General offices and style studio have 
been established at Suite 445, Mar- 
bridge Building. 

The Waban Shoe Company are man- 
ufacturers of women’s novelty McKay 
shoes to retail at popular prices, with 
a capacity of 3600 pairs per day. Mr. 
Gordon, who formerly sold the complete 
production and styled the entire Tull & 
Gordon line, is now on an extended trip 
calling on the buyers of the Middle 
West. 


Van Kleek with Wolff-Tober 


St. Lovis—J. Van Kleek is now as- 
sociated with the Wolff-Tober Shoe 
Manufacturing Company as quality 
man. Mr. Van Kleek, in years past, 


has been with Brooklyn houses and 


also some of the higher grade manu- 
facturers of the Middle West. 

The company announces the follow- 
ing additions to its sales force: O. B. 
Hardcastle to cover Texas; B. E. Sims, 
the Middle West; C. E. Renner, the 
Southeast, and H. P. McCarthy, the 
Northwest. 

Abe Tober, president, and Sam 
Wolff, general manager of the Wolff- 
Tober Shoe Manufacuring Company, 
for the past thirty days have been va- 
cationing with their families in Cali- 
fornia. 


J. Warrender with Nu-Matic 


Joe Warrender is now representing 
the Nu-Matic Shoe Company of Mil- 
waukee, Wis., in Indiana and Illinois. 
Mr. Warrender has a wide acquain- 
tance throughout the Middle West, 
which he has traveled for more than 
31 years. He formerly represented the 
Alden, Walker & Wilde Shoe Company, 
Rockland, Mass., and covered the en- 
tire Middle West for that concern. 


Foreman with Pilling 


Charles T. Foreman has _ recently 
been appointed Indiana and Illinois 
representative for the John Pilling 
Shoe Company of Lowell, Mass., with 
headquarters in Indianapolis. 





Adams Joins Einson-Freeman 


NEw YoRK— 
William G. Adams, 
managing director 
of the National 
Council of Travel- 
ing Salesmen’s As- 
sociations of Amer- 
ica, has joined the 
Einson - Freeman 
Company of Long 
Island City, manu- 
facturers of win- 
dow and store dis- 

We. G. Adams play advertising. 

Mr. Adams will specialize in creative 
sales research in merchandising shoes 
and wearing apparel, products with 
which he has had a broad experience 
as advertising manager of department 
stores and retail chain stores. 

More recently he conducted trade re- 
search and market analyses for the 
H. K. McCann Agency of New York, 
following which he supervised produc- 
tion of the dealer sales promotion ser- 
vice of retail shoes, hats and wearing 
apparel stores throughout the United 
States and Canada. 

Immediately after the War, Mr. 
Adams was a guiding spirit of the 
National Prosperity Bureau organiza- 
tion in charge of a nation-wide public- 
ity campaign to foster better public 
understanding of changed economic 
conditions. 

As managing director of the Na- 
tional Council of Traveling Salesmen’s 
Associations of America, Mr. Adams 
was in charge of national legislative 
activities and public relations in behalf 
of the 33 affiliated trade and terri- 
torial groups of salesmen’s associa- 
tions. 


Neiterman with Green-Anthony 


A Neiterman, formerly with the 
Hamilton-Brown organization, has been 
appointed salesman for the Green- 
Anthony Company, footwear whole- 
salers, of Providence, R. I., to cover 
southeastern Massachusetts and east- 
ern Rhode Island. He suceeds Hugh 
Monahan, who covered that territory 
for several years, and who resigned in 
May. 


Foote Recovering 


ROcHESTER, N. Y.—Frank J. Foote, 
well-known shoe salesman for the Blum 
Shoe Manufacturing Company of Dans- 
ville, was discharged from a Clarks- 
burg, W. Va., hospital last week after 
treatment for injuries received in an 
automobile accident while on a trip 
through that territory. 
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CRAWFORD SHOES ron wx 
EATON SHOES ror mMEN 


AND 


“the finest line of 
Boys’ Shoes in the 


Country” 


CRAWFORD SHOES FOR BOYS 
* 


Our “In Process” department as- 
sures you of immediate shipment 
of every style in our line. 

















Our new catalog mailed on request. 





CO... BROCKTON, WASS. 

















Case Lot Buyers | O’Donnell Aristocrats 


Attention e Sixteen Style Boots 
In Stock!! 


Prepare Now 
For The 


Autumn Riding Season 






Take advantage of the greatest bargain 
ever offered in slippers. 




















COMPLETE floor stock of Aristo- 

crats for men, women and chil- 
dren, including riding, field and 
jodphur boots, ready for immediate 
“at once” shipment. Take advantage 
of our central location, quality made 
popular priced riding boots, in meet- 
ing the demands of the many devotees 
of the equestrian art. Let Aristocrats 
lead the way for increased sales and 
profits. 

















Mea yy 
—— 



















Slippers made in any colored ] Write for your copy of 

crepe or leatherette, wood heel, = ¢ age < gpk age Dagmar 

cowhide sole. 305 am eens 

Write or wire your orders today! nok Siete _—_— a 

S. Wrobel Slipper Co., Inc. 912 South Main Street 
“Better Grades at Popular Prices” O’Donnell Shoe Company 

704 BROADWAY NEW YORK 510 Sibley St. St. Paul, Minn. 
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WHERE TO BUY 
Fine Sport Shoes 





“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Steck 
A. SANDLER 
154 Lincoln St. 

Boston, Mass. Est. 1889 











SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” fen 


Ly 








WHERE TO BUY 


Shoe Forms 


for Shoes and Hosiery 
eS St 
FAIRYLITE 


Shoe Form Ce., Inc., Auburn, N. ¥:; 


eee 


WHERE TO BUY 


Shoe Accessortes 


VAMP.EEZ 


Pat. Pond, 
INSTEP PROTECTOR 
Worked out by the inven- 
tors to meet 


every 
contour of the 








Invisible tastes 


protection. 
Adjustable te 
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> THE PURPOSE OF BUSINESS IS PROFIT ¢ 
Anstedt Shoe Co. Moves 


St. Lovis—The Anstedt Shoe Co., 
retail, 3639 South Grand Avenue, is 
moving from that location to larger 
quarters in the downtown area at 
820 Olive Street. The firm was rec- 
ognized as one of the largest neigh- 
borhood stores in St. Louis. 


Triangle Shoe Co. Moves 


New YorK—Triangle Shoe Company, 
wholesalers and distributors of the 
Physical Arch Form women’s, misses’ 
and children’s shoes, is now located at 
132 West Broadway. 


» ABOUT PEOPLE ¢ 


Congratulate “George F.” 


Boston—The New England Shoe 
and Leather Association sent the fol- 
lowing telegram of congratulation, 
signed by William J. Fallon, president, 
and Thomas F. Anderson, secretary, to 
George F. Johnson of Endicott Johnson 
Corporation, in connection with his 
fiftieth anniversary observance, Aug. 
26: 

“The New England Shoe and Leather 
Association heartily joins with the en- 
tire footwear and tanning industries 
of the United States in congratulating 
you on the fiftieth anniversary of your 
connection with the successful house of 
Endicott Johnson Corporation and de- 
sires to commend you for your life- 
long adherence to the highest prin- 
ciples of business conduct and your 
humane and friendly relations with 
your employees. Our association be- 
lieves that you have greatly and per- 
manently benefited the American shoe 
business and wishes you additional 
years of usefulness and leadership.” 


Teuber Opens in Seattle 


SEATTLE — The Vanity Slipper 
Shoppe, featuring women’s high style 
footwear at moderate prices, was re- 
cently opened in Seattle by Horace C. 
Teuber. 

Located on the main thoroughfare to 
Seattle’s great open air public markets, 
the shop, 28x50, has cream colored 
walls, walnut finished woodwork, and 
bright tapestry covered chairs. 

Elimination of all sales of any kind, 
new stocks and styles weekly, and turn- 
over 26 times a year are part of the 


program of the new store. 
Mr. Teuber is well known in Seattle 


business circles, and for the past three 
years operated the Harry Goldstein de- 


partment in the Eastern Outfitting 
Company of Portland. 


Malott Opens Store 


ALBION, Micu.—H. A. Malott, for- 
merly manager of the Miller-Jones 


shoe store in Albion, on August 28 
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opened his new store at 115 S. Superior 
Street. He came to Albion four years 
ago from Portland, Ind., to become 
manager of the Lepird shoe store, later 
known as the Miller-Jones store, re- 
signing a month ago to prepare for his 
own business. Willard Laity, who was 
his assistant at the other store, will as- 
sume similar duties in the new store 
upon its opening. 


Foremen Play 


ROCHESTER, N. Y.—Business went by 
the boards for pleasure for one day 
last week when members of the Roches- 
ter Shoe Superintendents’ and Fore- 
men’s Association held their annual 
outing at Glen Haven. More than 
100, including families, attended. 

The afternoon was spent in games. 
A number of shoe plants sent repre- 
sentatives to the picnic. 


Haines Buys Shoe Stock 


READING, Pa.—Mahlon N. Haines, 
York, proprietor of a chain of shoe 
shops, purchased the stock of Knorr & 
Ruth, Reading shoe wholesalers, which 
was being liquidated following the 
death of John B. Knorr. The stock was 
appraised at $36,000 by G. S. Peter- 
man, shoe dealer of York, for which 
figure it was purchased by Mr. Haines. 


E. W. Hoskin Succeeds Father 


ToLeEDO—E. Wilbur Hoskin, son of 
the late Walter W. Hoskin, will succeed 
his father as president of the H. M. & 
R. Shoe Company. Mr. Hoskin said the 
business would continue under the poli- 
cies established by the company during 
its 38 years of existence. 

H. Curtis Hoskin has been named 
vice-president; Mrs. Myrtle C. Hoskin, 
treasurer, and Ronald N. Hoskin, sec- 
retary. Assisting the new president are 
A. R. Taravelle, Ward H. Frair and 
Harold A. Roberts as managers. 


Van Hoeck Moves 


East Detroit—Henry Van Hoeck, 
who has operated a shoe store on South 
Gratiot Avenue, for the past nine 
years, has removed his business to a 
new location in the new Cutler build- 
ing, at Nine Mile Road and Gratiot 


Avenue. 


Ettenger Opens Second Store 


PHILADELPHIA—A new store has 
been opened by Alfred Ettenger at 
2602 Germantown Avenue, under the 
name of Alfred’s Shoe Store. This is 
Mr, Ettenger’s second store in this city, 
-_ other being located at 4765 N. 10th 

treet. 


Tubman Takes Edwin Store 





ProvipENCcE, R. I.—Abraham_ Tub- 
man, 24 Wellington Hill Street, Boston, 
has taken over Edwin’s Shoe Store, 
294 Atwells Avenue. 
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1 Shoes~~> 


Adornment and protection for the feet of man. Beautiful in 
form: Line and curve melting into an artistry of comfort. 
Gently caressing delicate nerves : yet sturdily defending against 
the elements and forces of the earth. Bearing a myriad blows, 
while giving security and ease, as gifts, to those they serve. A 
necessity for rich and poor, a luxury to all. For fine shoes bear 
every man, whatever his station in life, with equal dignity. Last 
and lowest in degree, they are the crown of fashion. Though 
given scant tribute or praise, they voice their own biographies. 
An ill-shod man pauperizes himself. A shoeless man would 
provoke a cynic’s pity. It has been well said, a gentleman is 
discerned by his linen and his shoes, these portray the man. 
The philosophy of clothes begins and ends with, how well 
and wisely we clothe our feet. The epic of shoes is still being 
written. Long years of Invention. Human struggle! Defeats! 
Victories! Then, one by one, machines—the accumulated 
life-product of these sons of genius, who toiled, achieved, 
and passed on to others, the quenchless flame of 
their wills — to clothe with even better, still 
better shoes, the feet of man. 
United Shoe Machinery Corporation 
Boston, Massachusetts 


ulfitp 











et 


WHERE TO BUY 
W ork Shoes 
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WHERE TO BUY 


Children’s Footwear 


LOLOL LEELA ATA te 



















CHILD 
LIFE 


High Grade Goodyear 
Welt Shoes in Stock. 













Wiswell-Everston Shoe Mfg. Co. 
Cedar Grove, Wis. ‘ 





























Children’s Fine » Goodyear Welt Shoes 
THE GILBERT SHOE co. 


















PATENTED 


ROBA» 
SHOES 


Finest Quality Children’s Shoes 








continuously since 1892 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 


Manufactured 
































MRS. BAYS IDEAL BABY 


SHOE CO. 


Soft Soles— inter. 
mediates. Ha 
Soles — intaney” A, 


four yeare/ 
Danvers, Mass. 











































Manages Merged Stores 


PrrrspurGH—Robert J. Nofsinger is 
the manager of the recently merged 
Pittsburgh Cantilever -and Physical 
Culture Shoe Stores at the new store, 
203 Stanwix Street. Mr. Nofsinger 
was the former manager of the Can- 
tilever Store, which was located in the 
Jenkins Aréade Building. 





Allen Off to Europe 
RocHester, N. Y.—Wheeler B. Al- 


len, vice-president of the C. P. Ford 
Company, shoe manufacturer, left last 
week for a six weeks’ trip to Europe. 
At the same time, W. C. Goodger, presi- 
dent of the children’s shoe manufactur- 
ing company bearing his name, re- 
turned from an extensive trip to the 
west coast. 





Takes Son Into Firm 


New York—Charles. Weisel, who 
has operated a shoe shop on Ogden 
Avenue for six years, recently took his 
son into the firm. The new firm will be 
known as C. Weisel & Son. 

Mr. Weisel, who was formerly with 
Franklin Simon Co., features a fine line 
of women’s, men’s and children’s shoes, 
also women’s bags and hosiery. 





Warren to Atkins 


ATLANTA—Gordon L. Warren, for 
many years associated with the men’s 
shoe department of the George Muse 
Clothing Company, will be transferred 
to Athens, Ga., on or about the 1st of 
September, where he will be in charge 
of the shoe department in the new 


Athens branch store of the Muse com- 


pany to be opened there. 





OBITUARY 


ic St a a ee 
George P. Keith 


Hupson, Mass.—George P. Keith, 
for many years president of the Dunn 
Green Leather Co., of Hudson, Mass., 
died Aug. 22, following a stroke Thurs- 
day. He was 69 years of age. 

The Dunn Green Leather Co., of 
which Mr. Keith was president, was one 
of the best known leather manufactur- 
ing firms in New England. The plant 
discontinued business shortly after the 
world war. 

Mr. Keith was for a number of years 
president of the Hudson National Bank. 
He was a trustee of the Hudson Sav- 
ings Bank, a director of the Finance 
Corp. of New England and of the 
Guaranty Security Corp, o£ Boston. 

He was an enthusiastic yatchsman 
and maintained a summer home at 
Hull, Mass., where he was a member 
of the Boston Yacht Club. He was 
also a member of the Harvard Club of 
Boston, Harvard Varsity Club and the 
Framingham Country Club. He leaves 
a wife, Mary A. Keith, and a brother, 
Arthur Keith, employed by the gov- 


66 













Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 5, 1931 


ernment in geographical research work 


at Washington, D. C. 





William Watson 


CHARLESTON, S. C.—William Watson, 
prominent Columbia, S. C., shoe mer- 
chant, died Aug. 22, shortly after be- 
ing stricken with a heart attack while 
fishing off the jetties at Charleston, 
8S. C. 

Mr. Watson was fifty-five years old 
and was head of the Watson Shoe Com- 
pany of Columbia. He was visiting his 
brother on Sullivan’s Island at the time 
of his death. He was a thirty-second 
degree Mason and a member of sev- 
era) other organizations, Funeral ser- 
vices were held in Columbia Sunday, 
Aug. 


Mrs. James Cox 


Rocuester, N. Y.—The many friends 
of “Jim” Cox in the shoe trade will be 
shocked to learn of the death of his 
wife Nellie F., which occurred Aug. 20, 


1931. 


Almost everybody in the shoe trade 
has heard of Nellie and Jim Cox. They 
celebrated their fiftieth wedding anni- 
versary on May 24, 1931. Jim Cox 
covered the Middle West and southern 
territory for leading Rochester and 
Philadelphia shoe firms for many years. 

Besides her husband, Mrs. Cox is 
survived by two sons, F. Teal Cox, of 
Rochester, N. Y., and J. Gilbert Cox, 
of Denver, Colo., and five grandchil- 
dren. 


Harold F. Mechem 

CoLuMBus, OHIO — Harold F. 
Mechem, aged 40, who had been man- 
aging director of the Enna Jettick Boot 
Shoppe at 5 E. Gay St. for the past 18 
months, died from cerebral hemorrhage 
after a few days illness. He came to 
Columbus from Nelsonville, where he 
had been engaged in the retail shoe 
business. He is survived by his wife, 
a son, a daughter and father. 








George W. Meily 


HARRISBURG, PA.—George W. Meily, 
a pioneer business man of Harrisburg, 
died in his home here on Aug. 18, aged 
91 years. He was engaged in the 
wholesale and reail shoe business for 
many years, retiring in 1907, to en- 
gage in the real estate business. He 
was a veteran of the Civil War and 
oné of the oldest members of the Cham- 
ber of Commerce. His widow and two 
sons survive. 


Jacob Rosenberg 


St. Louts—Jacob Rosenberg, pioneer 
shoe retailer and wholesaler, died at 
his home on Aug. 20. Mr. Rosenberg 
was 83 years old. He came to St. Louis 
as a youth and established himself in 
the retail shoe business. Late. he en- 
tered the wholesale shoe business and 
managed the Riverside Shoe Company 
for 40 years. He retired ten years ago. 
Interment was held on Aug. 23. 












ENGLISH RIDING BOOTS——— 


e “Jodgore” 


Built for Comfort 
as Well as Style! 


, $4 of the famous swimming pool: 


ELTON 


at 4Q* and Lexington NEW YORK 


Has all the comforts 
of a private club. Tipicravel 
The most enjoyable gee 
hotel atmosphere ana Pere 


in New York. len Phlees. 


Fae ee | COLT-CROMWELL CO., Inc. 
1239 Broadway EST. 1899 New York City 


424 So. Broadway, Los Angeles, Cal. 























HOE MEN’S HEADQUARTERS 


EMPRESS EUGENIE 
here is a hotel, conveniently located to the yw ) | BB FEATHER 


important shoe and leather center. Theatres, Re. y BOWS 


shops, transportation, all near by. cthien Gatien 


= Sie : the Second Empire 

Yj Zs Zp Z ZE Ss $ are now the vogue. 

HOTEL Wi~HZ Z ZZ. d We are ready to 

Ul» fi {PH fia” ~" serve you with the 

T Al BR ( Ce > (A) - “ ~en latest of these crea- 

FORRES | : oo "Spe l P 

In Stech~-Damnedinte Delivery Geantity Orders 

Black and White Our Patent Attached 
4%h ST. WEST OF B’WAY, N. Y. Clip Is the Best 

. Black and Red We have built our 


. r - * White and Black reputation by creat- 
Large rooms with bath, shower, circulating Brown and Beige i"8_shoe ornaments 


7 " of Distinction. 
ice water and Radio. NATIONAL BUCKLE COMPANY 


Single from $2.50 Double from $3.50 17 West 17th Street New York, N. Y. 


JAMES A. FLOOD, Manager a 
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The Outstanding Success in the Times Square District of New York 


New Edition ! HOTEL 
Shoe and Leather Lexicon ]] | B E L 0 E D E R E 


We are ready to take orders for at once I 48th St.—Just West of B’way, New York 
delivery of the new and revised Shoe and Within easy walking distance of important business centers and 


Leather Lexicon. This handy book of theatres. Ideal transit facilities. 


the trade is in its sixth edition, over 100,- 1 450 OUTSIDE ROOMS 450 BATHS 


. . . Every room has 2 large windows, serving pantry and spacious 
000 copies now in use. Price 50 cents. closet. 


$3.00 to $4.00 single per day 
$5.00 to $6.00 double 
Boot and Shoe Recorder . Special weekly or monthly rates. 


Write or wire reservations to 


239 West 39th St. New York, N. Y. J. C. REYNOLDS, Managing Director 
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WHERE TO BUY 


Women’s Shoes 






STYLED to SELL FAST 
LITTLEWAYS TO RETAIL 
at $5.00 








IN STOCK AAAA T0 G 
SEND FOR CATALOG 


WALDEN & PERRY, Inc., \™- 














CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
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WHERE TO BUY 
Athletic Shoes 
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€@THCO 


GYM SHOES 
No. C855—All sizes in stock 
for immediate delivery.Write 


lay for complete cai 
of ATHCO Athletic Shoes. 


























Bowling Shoes In Stock 






No. 414—Men's Smoke Elk............. $3.1 
No. 445—Men’s Black Elk.............. 3.10 
Above numbers with rubber heels, 25c. extra 
No. 417—Men’s Black Horse............. $2.65 






No. 406—Men’s Black Horse, rubber heel, 
tight shoe rubber sole, left shoe 
3 






elk sole 
No. 414—415—417—carried in women’s ox- 
fords and shoes at 20c. less. 
CHICAGO FOOTWEAR Co. 
325 West Monroe St., Chicago, Illinois 
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WHERE TO BUY 


Shoe Accessories 


6 PE sk 










. STO THAT PINCh 
WITH 
EVER-READY SKIVED 
VAMP BITE PADS 
Results sssured because of quality 
so tnttd cushion felt gummed to stick, and 

conveniently skived. 
Security Shoe Finding Mfg. Co. 
2 Ss. Wi St. Net INC. HICAGO 
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our buying. We concentrate on very 
fine lines and try to stick to cinch fit- 
ters. When we find a slow number we 
stick fifty cents or a dollar on it at once 
without waiting for it to get old. 
“Every few weeks we go through the 
stock and take out all short lines. These 
we group together in one section. 
Everything in this section sells at one 
price with a dollar P. M.- We have 
found this an exceptionally good plan.” 


N Wheeling, W. Va., Seaton Alexan- 

der, past president of the N.S. R.A., 
directs the destinies of Alexander & Co. 
For six years he has not had a “sale” 
in the ordinary meaning of the word. 
He states: 

“We operate what we call a ‘Short 
Line’ department in which all broken 
lines are placed. In a prominent place 
in the store we have a table, kept neat 
and clean, upon which we place one shoe 
of each lot. A tag on this shoe shows 
the sizes and widths on hand. Every 
pair carries a twenty-five cent P. M. 

“We give the same service there as 
from our regular line—the same care 
in fitting, charge accounts, exchange 
etc. The general results from this 
plan are most satisfactory, so much so 
that we would not go back to the old 
scramble again. 

“Our customers are better pleased, 
our stock is kept in better shape, our 
losses are less. Naturally at certain 
seasons there are more shoes in the 
‘Short Line’ department than usual, as, 
for instance, when cleaning up the white 
stock. 

“Our salespeople are trained to work 
under this plan so it will not be a hit 
and miss proposition. We advertise it 
with a small box in the regular ad, and 
it took some time to familiarize the 
public with our plan. But now that it 
is thoroughly established, many come 
with the express purpose of buying 
something from the ‘Short Lines,’ but 
failing to be suited there, will buy from 
regular stock with no resistance.” 


OING out to San Francisco, we 

have a different viewpoint pre- 
sented by Max H. Sommer of Sommer 
& Kaufmann. “There was quite a pro- 
longed period several years ago during 
which we had no events called ‘Sales’ 
except our two regular clearances. 

“At that time our policy was amply 
justified, for we were selling a certain 
type and quality of footwear which did 
not vary materially from year to year. 
Times have changed and selling has be- 
come very much of a promotion. 

“The increased activity of depart- 
ment stores, with their many birthday, 
anniversary and various other events, 
has prevailed and has influenced the 
habits of the consuming public. The 
result is we have promotions now and 
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then, but these promotions are not 
clearances. 

“The Shopping News periodicals 
which have sprung up have changed the 
old accepted ideas. They have evoked 
a consciousness of under-priced mer- 
chandise. Hence, in our Thrift Shop, 
where we handle $5 and $6 shoes we 
often have one-idea clearances from 
time to time, getting rid of odds and 
ends at one price, such as $3.95. 

“We watch slow stock carefully to see 
that it is moving out at a rate of speed 
that will clear it within a proper time. 
To do this we keep all P. M. lines in 
separate stock books and we reprice 
them or regroup them or juggle them 
about here and there whenever neces- 
sary—anything to clean them out.” 

Another shoe merchant (who doesn’t 
like to see his name in print) declares 
he cannot believe he should follow the 
department stores’ lead in the matter 
of sales. . 

“They are finding that the mountain 
days created by a big sale are always 
followed by valley days after the sale. 
Thus it is hard to see that the year’s 
total is boosted much, yet such a large 
proportion of it is done at cut prices 
with big advertising that the net results 
are bound to be bad. 


sor SER customers are being trained 
to trade on a no-profit basis. I am 
sure I do better to sit tight, keep pull- 
ing steadily, and not let the depart- 
ment stores rock my boat. 

“Another point about sales. I never 
advertise my trade-marked line at cut 
prices even in my regular clearance 
sales. You would be surprised how 
much easier it is to sell them all year 
round when your trade knows there will 
be no sale on them. 

“Of course we have odds and ends of 
our trade-marked shoes, and at clear- 
ance time we put them right in with 
other lines at reduced prices and close 
them out. But the point is we never 
advertise them. I realize that advertis- 
ing them would bring a big response, 
but there would be too much kick back.” 

The argument in favor of more fre- 
quent sales is twofold. First, the in- 
crease in immediate volume. Second, 
the cleaning up of styles while they are 
still fresh. The debate is not at all a 
one-sided affair. 

Taking a large view of the situation, 
it seems our chief need is to establish a 
more orderly, more even and more 
profitable business routine. This, most 
shoe merchants agree, is best encouraged 
by restricting special sales to the rec- 
ognized clearance seasons as far as pos- 
sible. To keep stock cleaned up during 
the regular selling season they believe 
in pushing slow stock inside the store, 
not exploiting it in such a way as to 
disturb “regular” trade. 




















COMFORT SLIPPERS 


Women’s red, blue, brown, black, 
green or purple kid leather 
pump. In Stock. Also REST- 
No. 2504 RITE Woolskin Slippers. Write 
IN STOCK for circular on complete line. 
Also manufacturers of ATHCO ATHLETIC SHOES 


ATHLETIC SHOE CO. *!4 'o., MARSHFIELD Ave. 


CHICAGO, ILLINOIS 








Ss. The SELZ SHOE 
C) 3 oe Manufactured by 
Cole, Rood, Haan & 
McGregor Co. 
514 W. Superior St., Chicago 


Specialties in men’s fine shoes 
Large In-Stock Department 
With or without the name 





The Recognized Standard 
of Value in 
\ Riding, Hunting, Aviation 
and Field Boots 


Puttees—Sam Browne and 
Garrison Belts, Etc. 


Colt-Cromwell Co., Inc. 
1239 Broadway—New York City 











SHOES FOR men 
*7 to *10 


CoMMONWEALTH SHOE AND LEATHER Co. Wuirman, Mass. 

















IN STOCK MEN’S ORIGINAL 


_ EDUCATOR SHOES 


BENT BONES STRAIGHT BONES 
that — bent that grew straight 
Pointed Shoes Sevcwren SHOES 
. P DISTRIBUTING 
WAREHOUSES 


ALSO 
EDUCATOR SHOES at 
For the Entire Family St. Louis, Mo. 
Write for Catalogue Endicott, N. Y. 
EDUCATOR SHOE CORP. 
OF AMERICA New York, N. Y. 


225 W. 34th St., New York, N. Y. 








Rina 
SHOES FOR WOMEN 


YOU NEED 
NO LONGER 


THAT YOU 
HAVE AN 
EXPENSIVE 


ENNA JETTICK SHOES, 
INC. 
AUBURN, NEW YORK 














| Waa 
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OAs suRED roo ee comPon nL | 
ay Pete: SHOE 
40 IN-STOCK STYLES 
EMERSON SHOE CO. 


GARDINER = MAINE 


8 IN-STOCK STYLES 





EXCLUSIVELY BY THE 
GARDINER, MAINE 
FFICE BOSTON 
119 Lineoin St. 


N. Y. O CHICAGO 
Marbridge Bidg. Republic Bidg. 








The Walker T. Dickerson Co. 
Columbus 








AMERICA’S BEST KNOWN SHOES 


W. L. DOUGLAS SHOES 
for Men, Women, Boys 


and Girls 
———@-—_——- 


W. L. DOUGLAS SHOE CO. 
BROCKTON, MASS. 











Arch Rest THE Modern Mode 
Welts Welts 


oOo Oo Oo 


Walken Tog SHOE  tittleway 


Sport Welts 0%: r- WOMEN Style Shoes 
RETAIL PRICES $6 to $10 


THE IRVING DREW CO. 


PORTSMOUTH, OHIO 
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WHERE TO BUY 
Ballet Slippers @ Sandals 


















Speed Up TURNOVER! 


Feature Capezio 
Dancing Footwear! 


4 New most highly advertised line 
of Dancing Footwear—backed 
up by constructive dealer helps! 
Accessible Stock Departments, 
strategically located, insure prompt 
deliveries. 

Send for the new catalog. 
our exclusive franchise pla: 












Ask about 
in, 





CHICAGO STOCK 
DEPT. 






159 No. State St. 





LOS ANGELES 
STOCK DEPT 
1533 Rosalia Road 





MAIN OFFICE AND 
FACTORY 



















BLACK KID BALLET 








SLIPPERS 

Soft - Hard T 
Ladies’ 2% to er pened icnaa $1.35 
Misses’ 11% to 2 ee ets Pea 1.30 
Tk BOOS | Ree aaere 25 






3, 
Hard pA ME $1.00 SHOR to Higher 
50 N. 4th a Philadelphia 


























BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style Bi02 Bik. Kid Hand 
Turn, Soft Toe 
6-11 11%-2 2%-8 
$1.30 $1.35 $1.40 
Also rights and lefts in 
stock 


SCH WARTS & HERDER, 
lalists in Ballet Manufacture 
241 N. 1i1ith Street, Philadelphia, Pa. 












Inc. 




















IS THE TIME 


NOW TO BUY.... 


‘ASH in on the Fall opening of 
Dancing Schools, Dancing and Gym- 
masium classes! This profitable busi- 
mess is yours when you feature 
CAPEZIO Dancing Footy ear. Strategi- 
eally located Stock Depts. assure prompt 
delivery. 
Send for the Catalogue and ask about 
our exclusive franchise plan. 














CHICAGO STOCK 
DEPT. 





159 No. State St. 
LOS ANGELES 
STOCK DEPT. 
1533 Rosalia Road 







MAIN ree AND 
FAC 





















The New SUPER-TOE 
Italian Toe Dancing Slipper 


A Sensational 
Success! 


i Teachers, students and 
professionals acclaim this 
the last word in toe shoe 
perfection. New type of 
strong yet flexible sup- 
porting arch; beveled cut- 
roof toe box; glove-like 
t and easy comfort are 
a few of the reasons why 
it’s a big money maker 
for progressive dealers. 
Write at once for further 
details and prices. 


zo Theatrical Shoe Co. 
159 N. State St., Chicago, IIl. 






































They Still Respect Quality 
[CONTINUED FROM PAGE 32] 


by following the line of least resistance 
and turning your store and your adver- 
tising over to lower priced shoes, you 
are just pawning the family jewels to 
tide you over an emergency. And 
you’re going to find that it will take 
a struggle to buy ’em back. 

A lot of merchants have made just 
that mistake of following the line of 
least resistance the past few months. 
And the tragedy of it is that they 
have actually bolstered sales a little by 
doing it. Results have seemed to vin- 
dicate the action they took. But when 
the smoke of this business depression 
clears away, gentlemen, and really 
good business comes back again, it isn’t 
going to come back in every instance 
to the same stores that had it before. 
The stores that traded the confidence 
of their customers for a few dollars 
immediate gain by selling them cheap 
shoes when they were asking for just 


' cheap prices will then lose all that they 


have gained and more. 

Quality merchandise and _ cheap 
prices, which is what Mr. Average Cus- 
tomer is really looking for, never have 
gone together and they never will. So 
then the only safe way to handle Mr. 
Average Customer is to use a little real 
salesmanship on him. By all means 
show him a shoe at the price he wants 
to pay. And when you try it on his 
foot tell him truthfully that the indus- 
try is making better shoes today in 
that price range than ever before. But 
give him the whole truth. After you 
have fitted him with the lower priced 
shoe, excuse yourself and tell him 
“Just a minute—I have something I 
want to show you.” Then go get a 
really fine shoe—try the right one on 
his foot and place the left shoe in his 
hands. After you are sure the shoe 
fits him comfortably, tell him “There is 
the shoe I’d like to see you wear. It’s 
one of the finest shoes we’ve ever had 
in the store. I’d like to see you buy it 
instead of the other because if you do 
I know you'll always come back here 
whenever you need another pair. After 
all, it pays to buy good shoes. It costs 
very little more to get really fine qual- 
ity, and if you once wear a shoe made 
as nicely as this one, I can promise you 
that you’ll never want to go back to 
the other kind again.” 

Just a little simple, homespun, hon- 
est-to-God, truthful salesmanship, that’s 
all it takes to make a bigger profit on 
every shoe sale and to send customers 
out of your store proud of the purchase 
they have made and constant walking 
advertisements for the shoes and for 
your store. 

If you have been laboring under the 
impression that people can’t afford 
really fine shoes now, forget it—it isn’t 
so. To cure yourself of an idea like 
that just go out on any main highway 
any Sunday and watch all the traffic 
go by. You’ll find just as many cars 
there now as ever before. People have 
money and they are spending it. But 
it’s going to men who know how to sell 
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WHERE TO BUY 
Ballet Shippers &@ Sandals 











In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CoO., INC. 
147 Duane Street 
New York City 
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WHERE TO BUY 


Riding Boots 


a le 


RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 







Y. ba. Hor COE 
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and who demonstrate that they know 
how by DOING it. 

I’ll bet I can walk into the store of 
almost any one of you today and tell 
the clerk I want a pair of shoes and I 
don’t want to pay over $5.00, and I’ll 
bet you a dime to a doughnut that he 
wouldn’t show me anything but a $5.00 
shoe. Unless you are very much of an 
exception, that’s a situation that exists 
in YOUR STORE, and it’s a situation 
you want to change. 

Call your clerks around you and tell 
them: “Now, listen here—we’re going 
to start doing things in this store. 
We’re going to stop loafing along and 
we’re going to SELL SHOES. Fur- 
thermore, we’re going to SELL GOOD 
SHOES because that’s what our cus- 
tomers ought to have.” Don’t let your 
salesmen lose a single opportunity to 
show a really fine shoe. Talk quality 
to every customer that comes into the 
store—talk it reverently, enthusiasti- 
cally, earnestly, sincerely. If you do, 
you’ll surprise yourself and you’ll be 
buying a new car next year. 

Here is a little incident that hap- 
pened down in Albany, Georgia, about 
four months ago. There is a dealer 
down there who only sold about 25 
pairs of our shoes all last year. Our 
representative in that territory went 
ito his store one day to talk over the 
matter with him and he found the deal- 
er’s mind firmly entrenched in the idea 
that good shoes couldn’t be sold in Al- 
bany. “I tell you it can’t be done,” he 
argued. “They just won’t pay $8.50 

[TURN TO PAGE 78, PLEASE] 
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~WOOD HEEL 
BLOCKS 


_ Ww 


Timely indeed are the Economy and Style values offered the Shoe 
Industry in United Blocks. Many alert manufacturers are enjoying 


the economy and service offered in these Uniform Clean-cut Heels. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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“SHOW CARDS THAT|I 


Ted Orr, of the Potter Shoe Co., Cincinnati, said recently: ©) For September 
“Signs in the windows are even more important than space in 
the newspapers, for there is the public looking at the actual mer- 
chandise, with no one to tell them a thing unless there are cards 


to tell the story.” 

















Two comments from our card service members: 


“We are absolutely sold on ‘Recorder Selling Messages’ as the 
livest show card service to be had today for the money.” 







BLACK 


the smart? \ 
nev thing \ 





“First of all we want to compliment you on our cards, They are = aloe 

an asset to the looks of any window and the wording is up to jalan oak 

date and effective.” suede calf or 
Lid Oh ly 
rim 


The shoes you buy . . . and don’t sell . . . are the real expensive | ae 


shoes. Chain stores have well planned trims with attractive mage sitesi yy 
" : ite background; illustration 
display cards and tickets. in two ide of red and bright 





Your windows are the best of al! so-called consumer advertising, ar ee 4 

ns your cards ra rrr to rid for what you would like to say oa ARDS 
in person to the window-shopper about your store service. Ccamsitinn “Gham 
Each month’s set of cards is colorful, artistic, with die-cut top, sent on request: 
with hand-lettered selling messages, making it comparatively a 5 cards—Women’s Shoes 


2 cards—Men’s Shoes 


1 card—Children’s Shoes 
1 card—Hosiery 


simple matter to make the window crim fairly alive with your 


hearty invitation to come inside. 





Recorder Show Cards double the value of your window dis- 5 cards—On Store Service, 

| | plays! Fitting, Quality, etc. 
| Complete Service Sent on Request for Inspection and Trial. > le conte each 
7) Attractive, 








Colorful 
-Lettered 
Price Tickets 


) In al) denomina- 
tions 


D—Modernistic 38-Way, 


All other price tickets 
ilastrated are in two 


or more colors, t 
oe 





which is 


buff. 

6 dosen, $0.55 

12 dozen, $1.50 
J—Adjustable clips for 


price tekets. nat 

t ive 83:55 : 

K—BShoe Oarton Tickets 
SEES Po: 888 


MANY OTHER 








: ag See : 




















| Price... ... 5 PRICE TICKETS 

a og IN STOCK 

, eae ALSO: Profit | Charts 

Dadubelatatolsteke Pineda Record " Sys- 
K ems. 


Ask for Samples 
Check with Order 
—Please 




















AND SHOE RECORDER : 


Boor 
combining THE SHOE RETAILER, Sept. 5, 1931 








TIPULL SHOPPERS IN” 


Annual Display Card 
Service includes; 


“Store Window Bulletin,” supplies 
merchandising and display sugges- 
tions each month. — : a 
Special Cards, with wording as i: wae’ a 





wanted. 


Exchange of Cards: Annual card ser- 
vice subscribers may exchange any 
cards received for others of the cur- 
rent month ‘vhose texts better cover : is he and instep 
their merchandising program. ite J , % lefus show you how. 


Price Tickets: Blank tickets match- @ a ice they look on 
} a your feet 
; } 








ing the current month’s cards, sup- 
plied free; neat tickets with prices as 


wanted, but which do not match the 
show cards, also supplied annual 


Sin ™ 


card subscribers free; tickets with 


seo 2 moe meee © YOUR CHOICE OF HOLDERS 
, Gold and Black frame and Oval base—burnished gold— 


Exclusive Franchise is given with an- ; 
base—3 color festoon 3 color trim 


nual card service to one merchant in 
an average size town, suburb or city Either holder harmonizes with the finest of window display 
shopping center. fixtures. 


Select the 
Service You Wish— 
Then Mail Coupon 


12 hand designed cards each month, each 
with different sales messages, die-cut tops, 
colorful, artistic, size 9 by 12 inches; with 
100 blank price tickets to harmonize with 
service cards each month (or with prices im- 
printed, selection of prices as wanted, 50c. 
Monthly per month additional). Also 6 card holders 


COUPON 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Ill. 
Please enter our order for the Recorder “Selling 


Messages” card service No. for one year, 
consisting of cards, each month and 
art card holders, with the first month’s service, be- 


ginning with cards for September for which we will 
pay $ per year, payable $ per month. 


For cash in advance full year’s service, 5% discount. 


(If for any unforeseen reason we wish to discontinue 


service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s card 
service delivered and agree to return card holders.) 


We sell Men’s, Women’s, Children’s shoes and hosiery. 


(Cross out lines not carried.) 


with first month’s service. 
S e S. ’ 
Ne.2 .*s* No. 3 6 cards 


$4.00 100 blank price tickets $3.00 50 blank price tickets 
- 4 card holders Monthly 2 card holders 


Monthly 


Printed Price Tickets:— 


Store Name 
Merchants Service Dept. 
BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Iil. 
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MEET . 


CLAWIFIED ann WANT AD 


A DEPARTMENT. 


WHERE EMPLOYER 
AND EMPLOYEE, 


BUYER AND SELLER 







u + . 




























SALESMEN WANTED 


SALESMEN WANTED 





POSITION WANTED 











We have an opening for a salesman 
who has been successful in selling 
Brooklyn shoes to retail at $12.50 
and up. Write full particulars of 
your experiences in the last five 
years. No personal interviews be- 
fore letters are received. 

Julius Grossman, Inc. 


372 DeKalb Avenue, 
Brooklyn, New York. 





ee 
SALESMEN 


Side line or full time for fast selling line of 
women’s novelty footwear to retail at $2.00, 
$3.90 and $4.00 - Commission basis only 





. » « Must travel by car . . .Give references 
and full details first letter . . . Territory open: 
Minnesota, Wisconsin, Michigan, Indiana, Ken- 
tucky, and Tennessee. 


FASHION SHOE CO., INC. 








1412 Washington Ave., St. Louis, Mo. 





MEN SELLING CHILDREN’S SHOES 
WANTED to carry side line Infants’ Pre 
Welts up to size eight. Best numbers in 
stock. No drawing account but high rate com- 
mission. Refer us to present or previous em- 
loyer in your first letter. Address C-592, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SHOE SALESMEN wanted to carry our spats 
_ and shoe ornaments as a sideline. Please 
ve territory and references with reply. 
ANOLIS MANUFACTURING CO., 4248 

No. Crawford Ave., Chicago, Iil. 





SALESMAN wanted to carry line Prewelts, 
in Nebraska Io Pennsylvania. Ad- 


dress C-618, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





SALESMEN to carry popular-priced line wom- 

_en’s and men’s house slippers for Southern, 
Middle West, Eastern territories. Sample 
lines ready for fall season. Suitable for men 
calling on jobbers, chain and department 
stores. 0 t & Shoe 


Address _ C-620, care Boo 
Recorder, 239 West 39th Street, New York, 





S ALESMEN with experience well acquainted 
with the trade for a line of Children’s, 
Misses’ and Girls’ medium and high grade 
Philadelphia made turns, territory middle west, 
western, and California. Address C-617, care 
Boot & Shoe Recorder, 239 West 39th Street, 


New York, N. Y. 


POSITION WANTED 


SS] 








To Manufacturers of Men’s 
Shoes to Retail at $4 to $6 


You are interested in placing your prod- 
uct in the hands of honest and capable 
Retailers, I have done this successfully 
for many years. That’s my job! ! ! 
Our interests are therefore identical. 
Can we get together for our mutual ad- 
vantage? Now employed—Free— Sept. 
1st. 

Best of references available. 





Address C-607, care Boot & Shoe 
Recorder, 239 West 39th Street, 


New York, N. Y. 











POSITION WANTED 
An experienced shoe man with own car 
and living in New Jersey is looking for a good 
selling line for New Jersey territory on strictly 
commission basis. Address C-612, care Boot & 


Shoe Recorder, 239 West 39th Street, New 
York, N. Y 


XECUTIVE and thoroughly experienced shoe 
man, age 32, sixteen years’ experience retail 
shoe business, at present with large chain or- 
ganization the past five years, accustomed to 
volume business, available as manager or as- 


sistant of store or shoe department, any loca- 
tion. Address C-614, care Boot Shoe 


10" 
ere, 239 West 39th Street, New York, 
| ee A 








POSITION WANTED 
Manager, Buyer or Assistant by American, 
age 41 years, married, 21 years retail shoe ex- 
perience, catered to Fifth Avenue, New York 
City clientele, will consider connection in East, 
Middle or Far West. Reliable, references can 


be supplied. Address A. RAY WEBSTER, 
30-24 49th Street, Astoria, L. I., N. Y. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 

sae ® ange 7 sents, For ol —_ canton eee og vagy the rate is 7 cents per word. Minimum charge 
le en a ox num 

SS ee oe 2 rare hy ve words should be added for the address. In all other cases each 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

ied advertising is payable in advance. 

87 Advertisements for this page must be in our New York office on Friday of the week preceding publication. W® 


THOROUGHLY experienced shoe man for 
New Jersey; 15 years on the territory; is 
looking for new connections. have opening, 
Address C-610, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





BUYER department or chain. Nine years 
experience manufacturing, managing and 
assistant buyer women’s shoes. Age 26, mar- 
ried, will go anywhere. Capable taking com- 
plete charge. Employed now. References. 
Address C-611, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





ANAGER and buyer—Twelve years ex- 

perience in women’s medium and _ high 
grade shoes, capable of handling large de- 
partment or store. Also window trimming ex- 
perience. Best of references, Address J. S. 
RAUSIN, 1010 Lawndale Avenue, South Bend, 
nad. 











LINE WANTED 





OPULAR priced men’s or women’s shoes of 

merit to carry with my rubber line in 
Oregon and Washington. Best of references. 
Address 5224-28 Avenue, Portland, Ore. 





INE wanted. Traveled Iowa, Nebraska, 
Colorado, Kansas. Men’s or women’s. 


Sales and references given. Address F. L. 
WITTICH, 3127 Locust Street, St. Louis, Mo. 





ISSES and growing girls, medium welt, 

Greater New York and New Jersey, 15 
years experience. Address C-613, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 





WANTED—Bby experienced salesman snappy 
line of women's novelty shoes to retail at 
$2.00 and $3.00 for N. Eastern Pennsylvania. 
I have the accounts already established. Corre- 
spondence solicited. Address C-615, care Boot 
& Shoe Recorder, 239 West 39th Street, New 


ork, 





ANTED—By expericnced salesman _ with 
good following line of ladies novelty shoes 
to retail $2.00 to $3.00 covering southeastern 


States. Can furnish good references. Address 
C-619, care Boot & Shoe Recorder, 239 West 


39th Street, New York, N. Y. 
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PARTNER WANTED 


MERCHANTS’ NEEDS 





ELL known orthopedic and i rective 
retail shoe concern wishes partner either 
active or inactive who can stand close investiga- 
tion previous activities. Address C-616, care 
Boot Shoe Recorder, 239 West 39th Street, 


New York, N. Y. 








WANTED TO PURCHASE 








Shoe Manufacturers 


We specialize in disposing of fac- 
tory job-lots, commission basis. 


Write what you have to offer. 


Duhon, Berry & Vinton, Inc., 
New Orleans, La. 














FOR SALE 








FOR SALE 


Must move at once three hundred 
pair ladies new high grade shoes. 
Department leased. Wire or write 
offer to 


LOUIS WIESEL, INC. 


Tuscaloosa Ala. 











VALANCES 


Improve Display 
Windows 50% 
Send Glass Sizes for Estimate 
Designs and Material— 
No Obligation 


CAMDEN ARTCRAFT Co. 
160 N. Wells St., Chicago, Il, == 





Enable you to reach your 
highest shelves conveni- 


ently. 
They last a lifetime 
and 


jp 
Tae 
naORIIERUIEE 


Are made in any style, 
shape or size to fit any 
kind of shelving. 

Write for general catalog 
and let us suggest the 
best ladder for your use. 


at at 
=< BE 
annie 


Gil 


a 


\\i 
mi 
 BREEER 


ST. LOUIS, MO. 














WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone - Write - 
All matters strictly confidential. 


‘ I. SIMON CO. 
101 Reade St.. New York City 
Phone Worth 2-5922 Est. 1880 


Call 

















To Enlarge Department 


BurraLo—J. A. Adams & Co. will 
enlarge its women’s and children’s foot- 
wear department in the economy annex 
at East Eagle and Washington Streets, 
it was announced by Lawrence J. Ru- 
benstein, buyer and manager of this 
division of the store. An adjoining 
building just north of the present econ- 
omy annex will be added, and under the 
department re-location program the 
shoe department will be enlarged about 
30 per cent, to provide additional floor 
space for the rapid growth of this di- 
vision during the past six months. The 
volume of business in the economy an- 
nex footwear department has increased 
about 75 per cent during the past year. 
This is the second enlargement of the 
department. 


> THE PURPOSE OF BUSINESS IS PROFIT < 
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THE 


VANDERBILT 
HOTEL 


Park Avenue at 
Thirty-fourth Street 
New York 


he VANDERBILT Hotes ts no 
expensive than othe: 
first-class hotel in New York. 


Room and bath---542 


SA 





Another Store in Cleveland 


Cort Shoes, Inc., have opened an- 
other store at 2076 East Fourth 
Street known as the Bond Shoes store. 
They will feature popular-priced shoes. 

Max Sokol has been appointed man- 
ager. Mr. Sokol was formerly with his 
brother, Sam Sokol, in the retail shoe 
business. 





Soft Toe Ballets 


. « «+ Why sell imitations 


when the genuine is the 
same price? 
Buy direct from an estab- 
lished theatrical shoe firm. 
Give your trade an 
approved correct fitting 
ballet, whose flexible, short 
elk sole is so much pre- 
ferred by the profession. 
colors, smoked or 
black. ’s, 8 child’s to 8 
misses’. Price $14.75 doz. Don’t 
start another season with hard soled 
makeshift substitutes. Write now for 
sample. 


Advance Theatrical Shoe Co. 
Dept. 58. 159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 





Display Fixtures 


E. DODGE 


453 Washington St., Boston 
Phone Dev. 8049, 








FOR SCHOOL OPENING 


GIANT ERASER PENCIL BOX 


Contains 3 col. Blotters, Pencil, 

Penholders, Pen Point and Ruler. 
Send 15c. for Sample. 
Distributors— 

Paramount Souvenir Adv. Co. 
350—4th Ave., New York, N. Y. 
Royal Souvenir Co., Inc. 

1613 E. New Vr ree Brooklyn, 
N. Y. 














Kirby Store Moves 


WASHINGTON, PA.—The Kirby Shoe 
Store, located at 39 North Main Street 
for the past 10 years, moved into quar- 
ters in the new building at the corner 
of Main and Chestnut Streets. 

The new store will be one of the most 
modern shoe establishments in western 
Pennsylvania. The new store will be 
equipped completely with new fixtures 
and merchandise. 

Plans call for a selling basement, 
which will be the first bargain shoe 
basement in Washington. 


Bad for the Shoe Business 


CLEVELAND — Ben Howard, aviator 
from St. Louis, Mo., and a participant 
in several events at the National Air 
Races held in Cleveland, Ohio, has a 
plane so small he cannot wear shoes. 
The plane was designed by him to get 
as much as possible out of a 90-horse- 
power motor. He gets 190 miles an 
hour. The shoe dealer gets nothing. 
Let’s hope they don’t make all planes 


this small. 


> THE PURPOSE OF BUSINESS IS PROFIT 4 









































Baxter, Inc., Opens Second Shop 


SEATTLE—A tiny, exceptionally at- 
tractive shoe shop featuring styled 
quality shoes at a price range of from 
$7 to $10 has been opened on Seattle’s 
Fifth Avenue street of style shops by 
Baxter, Inc. It is their second local 
shop. 

Although only 15x36, it has an ad- 
vantageous location in the Coliseum 
Theater- building and has 34 feet of 
window display space in one long win- 
dow. 

It is modernistic in decoration, with 
brown woodwork, black show cases, and 
a color scheme of green, orange and 
black carried out in walls, furniture, 
ete. Lighting fixtures are the newest 
thing in tube lighting, and a red side- 
walk entrance sign, also of tube lighs 
and some smaller bulbs is causing much 
comment. <A’ green c ‘erhead light at 
the entrance is reflected upon an em- 
blem on the door. 

The new shop is under the manage- 
ment of Guy Erwin, formerly in charge 
of the Jade Room in the other store. 
B. H. Martin is now in charge of the 
Jade Room. 


Move Department 


MIAMI—The shoe department in 
Cromer-Cassel’s, one of the leading de- 
partment stores in Miami, has been 
brought down from the third to the 
first floor and located in one of the 
best sections,—between the elevators 
and a side entrance. Hosiery is in 
close proximity, which enables a tieup 
of the two departments. The value of 
the new location was demonstrated in 
a practical manner when from a dis- 
play table placed close to the door 1,500 
pairs of boudoir. slippers were disposed 
of in a very short time. People com- 
ing into the store saw the slippers and 
were attracted by both price and style. 


Closing Men’s Shop 


PHILADELPHIA—Due to expiration of 
lease, Geuting’s Men’s Store, 19 S. 11th 
Street, this city, is holding a clean-up 
sale prior to vacating the premises. 
Maurice Yoskin, advertising manager 
for Geuting’s, is now away on a vaca- 
tion motor trip, but reports from his 
office indicate that Geuting’s are not 
considering opening a new store to re- 
place the 11th Street store. 


Hot Names 
ATLANTA — With characteristic 
cleverness, the George Muse Clothing 


Company has coined a happy name for 


its new line of fal) shoes for men and 


boys. Taking advantage of the cur- 
rent custom of referring to the feet as 


“dogs” it has nicknamed these shoes 
“Ground Hounds.” The same line of 


shoes for boys ig to be called “Ground 


Puppies.” 


> THE PURPOSE OF BUSINESS IS PROFIT 4 














BUSINESS OPPORTUNITY 
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: Podiatry 


473 Beacon Street : : 





A School in Boston,- Massachusetts 
PODIATRY—The profession in demand by all cities and towns. 
The necessity for FOOT CARE is Universal. 

SPECIALIZE in “Scientific Treatment of the feet.” 
Clinical training in foot clinice. 
school age, industrial employees and the poor. Entrance require 
ments—4 years of high school or equivalent. 
Write for catalogue. Hmam B. Dona.pson, Dean 
MIDDLESEX SCHOOL OF PODIATRY 


Administration Office 


Chiropody 


Special clinice for children of 


. Boston, Massachusetts 
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Typical room, 
converted at 
night into a 
sleeping room. 


4 GEORGE WASHINGTON 
in ‘y Le exington Wwe. 23 Y to 2Gst 


Only a few quick minutes from 
business, shopping and amuse- 
ment centers, yetyou will enjoy the quiet 
repose of a country town at evening. 
Such is the fortunate location of the 
George Washington Hotel, a distin- 
guished residential hotel. 


ROOM WITH BATH 
DAILY WE 
$2.50 to $3.00 


THE BEST FOOD IN NEW YORK 


Enjoy the Comfort of a 
Real Home in 


NEW YORK'S FINEST 
RESIDENTIAL HOTEL 


She 






EKLY 
$14 to $17.50 














Another Baker Store 


St. Lovls.—Edison Brothers Stores, 
Ine., of St. Louis, have opened their 
second Baker Shoe Store in New Or- 
leans at 833 Canal Street. This will 
give Bakers’ enlarged facilities for 
handling their volume of business, 
which has grown significantly in that 
city. 

The new store will be managed by 


W. D, Crumbley, with Morris Gold- 


stein as assistant manager. The same 
price policy which prevails at the com- 


pany’s other Baker Shoe Stores will 


be in effect at this new store, which 


will open early in September. 
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| Talks on Foot Care 

INDIANAPOLIS, IND.—At a meeting of 
the 4H club on Wednesday, Aug. 26, 
held in the 4H club building at the 
State fair grounds, a talk on “Foot 
Care and Foot Comfort for Growing 
Girls” was given by V. H. Gebauer, 


manager of the children’s department 
at the Marott Shoe Shop. 





Close Branch Store 
PumapeLPHIA—The Ben Franklin 

Shoe Shop branch, 104 S. 13th Street, 

this city, have closed out and all busi- 


ness will be conducted from the main 


store at 824 Chestnut Street. 
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BUSINESS CHANGES 


INDIANA—Goshen—Roy Miller Shoe Co., Inc. ; 
boots and shoes; recently incorporated. 


KENTUCKY—Frankfort—John W. Gayle; 
boots and shoes; reported selling or sold out. 


MASSACHUSETTS — Brockton — Cordo-Hyde 
Co.; manufacturer shoe lacings, etc.; inc. au- 
thorized capital $25,000. 

Chelsea—Weldon Shoe Co.; manufacturers ; 
voted to issue $10,400 common stock. 

Haverhill—Nesson & Halpern Shoe Co.; man- 
ufacturers; voted to change name to Halpern 

hoe Co 


Lynn—Puritan Shoe Co.; manufacturers; to 
change name to Mayflower Shoe Co. 

Worcester—Manning-Gibbs Shoe Co.; felt slip- 
per manufacturers; capital stocl: increased by 
issue of $15,000. 


NEBRASKA—Callaway—Helton Roberts Co.; 
boots, shoes, etc.; succeeded by J. H. Eller Co., 
Inc., of Clay Center, Neb. 


NEW HAMPSHIRE—Nashua—Nashua Shoe 


Co.; manufacturers; recently commenced busi- 
ness. 

NEW JERSEY—Trenton—The Schiff Co. of 
New Jersey, Inc. ; ae and shoes; inc. author- 
ized capital $10,000. 

West New York—Swan Bootery (585 Bergen- 
line Ave.); boots and shoes; recently incorpo- 
rated. 

NEW YORK — Amityville — James Gale (212 
Broadway) ; boots and shoes; succeeded by Louis 
Halperin. 

New York bgp hogy 8 Page = (“Eleanor 
Shop”) (66 Nassau St.); ts, shoes, etc.; re- 
moved to Freeport, N. 

The Smile Shoe Repairing Oe 
etc.; inc. authorized capital $1,00 

Peekskill—Posey, Miller & ailbect, Ine. ; boots 
and shoes; Alfred Posey retired. 

PENNSYLVANIA—Pittsburgh—Capital Cloth- 
ing Co.; boots, shoes, etc.; inc. authorized capi- 
tal $10, 000. 

TEXAS—Cuero—A. F. Dietze, Inc.; boots, 
shoes, etc.; inc. authorized capital $30,000. 


boots, shoes, 





FAILURES, EMBARRASSMENTS, Etc. 


CALIFORNIA—Los_ Angeles—E. FE. Ellis 
(“Fairfax Men‘s Shop”) (149 N. Fairfax Ave.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

South Pasadena—D. L. Butler; boots, shoes, 
etc.; extension granted. 

ILLINOIS—Chicago—Paul P. Shopper (“Jack 
& Jill Shoe Shoppe”) (6817 Stang Island Ave.) ; 
boots and shoes; repo assigned. 

Cicero—David Gottlieb (3026 S. 52nd St.); 
boots and shoes; reported assigned. 

Urbana — Gordon Grimes Be Shoe 
Store”) (130 W. Main St.); boots and shoes; 
reported petition in bankruptcy. 

INDIANA—Gary—John Rogena 
t.); boots, shoes, etc.; repo’ 
bankruptcy. 

KANSAS — Atchison— Leahy Clothing Co. 
(John J. Leahy, Prop.) (705 Commercial St.) ; 
boots, shoes, etc.; reported offering to compro- 
mise at 25 per cent. 

MASSACHUSETTS—Orange—MacRobert Shoe 
Co., Inc.; children’s shoe manufacturers; re- 
po! assigned. 

MINNESOTA—St. Cloud—St. Cloud Shoe Co., 
Inc. (616 St. Germain St.); boots and shoes : 
reported receiver appointed. 

NEW JERSEY—Asbury Park—D. L. Levy 
(“Dall Shoe Co.) boots and shoes; reported 
petition in bankruptcy. 

Jersey City—Waterman Shoes, Inc. (also 
branches); boots and shoes; reported petition in 
bankruptcy. 


2227 W. 11th 
petition in 


Teaneck—G. A. Stanford (358 Cedar Lane) ; 
boots and shoes; reported called meeting of 
creditors. 

NEW YORK—Brooklyn—J. & T. Cousins Co. ; 
shoe rong sear naga reported called meeting of 
creditors for Aug. 24. 

New York rl Shoe Co. (111 Reade 
St.); wholesalers; reported petition in bank- 
ruptcy. 

Empire Shoe Corp.; boots and shoes; reported 
offering to compromise at 30 per cent. 

Richmond Hill—Moe Lieberman (124-10 Lib- 
erty Ave.) ; boots and shoes; reported assigned. 

OHIO—Cincinnati—C. W. Archer Shoe Co. 
(817 Main St.) ; manufacturers’ agents; reported 
assigned. 

Columbus—R. C. Bates; boots and shoes; re- 
ported petition in bankruptcy. 

OKLAHOMA — Cushing — Palace Clothiers; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

PENNSYLVANIA—Philadelphia—Rose Marie 
Shoe Salon, Inc. (1301 Sansom St.); boots and 
shoes ; reported assigned. 

Williamsport—Isaac B. Claster; boots, shoes, 
etc.; reported petition in bankruptcy. 

VERMONT—Barre—Maxham Shoe Co.; boots 
and shoes; reported petition in bankruptcy. 

TEXAS—San Marcos—Chas. J. Ernst; boots 
and shoes; reported offering to compromise at 
25 per cent. 

WASHINGTON Geattle—Davethe. Boge Shoe 
Co.; boots and shoes; reported assign 








NEW SHOE STORES 


Irvine, Ky.—Turner-Faucette Co. 

Jexsey City, N. J.—Hirsch’s Thrift Stores, Inc. 

Washington, N. C.—E. L. Roper. 

New York, N. Y.—Smile Shoe Repairing 
Corp. 

Chicago, Ill.—San Blu Shoe Repairers, Inc., 
3414 Lawrence Ave. 

Cape Girardeau, _Mo.—Griffith & Holland 
Mere. Co., 40 N. Main St. 

Stanton, Ky.—T. C. Martin. 

Geneva, Ia.—Wm. Edmund. 

Goshen, Ind.—Roy Miller Shoe Co., Inc. 

Cuero, Tex.—A. F. Dietze, Inc. 

El Paso, Tex.—Globe Department Store. 

Pittsburgh, Pa.—Capitol Clothing Co. 

St. Joseph, Mo.—Missouri-Kansas Army Store, 
425 Edmond St. 

Sparta, Ill—M. J. Hirsch, Market & Broad- 
way. 

New York, N. Ll @ R. Shoe Mfgrs. Out- 
let, 821 Kings High 


-ldlanapolis, Ind—The Kirk Co, of Indiana, 


Tibatietiines Mich.—Kann’s Departme 
Milwaukee, Wis.—Bostonian National 


Stores, Inc., L. A. Brill, Mer. 
Mi, Mase—Phillips Shoe Mfg. Co., 806 


‘averhi 
River St. (Mfg.) 


mt Store. 
Shoe 
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Pittsburgh, Pa.—Endicott-Johnson Shoe Co., 
Potomac & Glenmore Aves 

Quincy, Ill—The Shoe Mart, 513 Main St. 

New York, N. Y.—Tel’s Shoes, Inc 

Milwaukee, Wis.—Geo. Hutchins , 
Plankinton Ave. near Wis. : 

Pound, Wis.—Pound Mercantile Co. 

Pasadena, Cal.—Boston Department 
Ltd., 23 N. Raymond Ave. 

New York, N. Y.—Gomez & Co., Inc. 

New York, N. Y.—Erwin Shoe Co. Ine. 

New York, N. Y¥.—Dial Shoes, Inc. 
Breckenridge, Tex.—Bond T Dry Goods Co. 


Gladewater, eM, Hub. 


Inc., 


Store, 


San Francisco, Cal-—Parkside Shoe Repair 
Shop, 930 Taraval. 


‘ortian: 


Windsor, 
(Mfg.). 


Portiand, _ One. A. Rosenbush Co., 268 
Triso 
Mazama, “Wash—w, P. Gaydeski, 


Florence, Ore.—Geo. Ross. 
Mein St. Idaho—Buster Brown Shoe Store, 810 


“ Partiand, Ore—M. M. Martin, 2020 Sandy 


a, Ore.—Fred Mackie, 396 Yamhill. 


Ore.—Olman & Rosenfeld, Inc. 
Mo.—International Shoe ‘Co., goon 
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66 A MERCHANT may be described 
as one who ascertains what the 
people want and then goes out and gets 
it on a basis that will enable him to 
offer it to the people at a price they are 
willing and able to pay,” says Walter 
Morrison, credit manager of Stetson 
Shoe Co., South Weymouth, Mass. 
“Merchandising is the process of vis- 
ualizing the need of, or opportunity 
for a commodity; then manufacturing 
or having it manufactured econom- 
ically to fit in with the marketing pic- 
ture whatever it may be; then adver- 
tising it to the consumer and the 
dealer, and finally distributing it and 
helping the dealer sell it at a profit. 
“Upon the preservation and future 
success of the retail merchant depends 
the very life of the wholesaler and of 
most manufacturers. Then how impor- 
tant for every wholesaler and manu- 
facturer to do everything in their 
power to prevent the independent re- 
tailer from being pushed to the side- 
lines by any new type of retailing that 
consciously or inadvertently aims at 
the destruction of the community—the 
very life blood of which is the indepen- 


dent retailer.” 
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United States Rubber Co., New York City, 
Front Cover 


Wrobel Slipper Co., New York City........ 63 


LEATHER AND OTHER MATERIALS 
























































































BOOTS AND SHOES 
Advance Theatrical Shoe Co., Chicago, Ill. 75 


Athletic Shoe Co., Chicago, Ill............. 68 
Bass, G. H., & Co., Wilton, Me............ 66 
Blog Shoe Findings Co., New York City.. 70 
Bob Smart Shoe Co., Milwaukee, Wis...... 29 


Booth, Walter, Shoe Co., Milwaukee, Wis. 26-27 
Brooks Shoe Mfg. Co., Philadelphia, Pa..... 60 


Buek & Co., Philadelphia, Pa.............. 64 
Carlisle Shoe Co., New York City......... 6-7 
Capezio, New York City.............. coves. 00 
Chase, W. S., & Sons, Haverhill, Mass..... 62 
Chicago Footwear Co., Chicago, IIl........ 68 


Chicago Theatrical Shoe Co., Chicago, Ill.. 70 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 


EY GbE 6ehabSe¥osn cd peat adedsesse90 4s 58 
Colt-Cromwell Co., New York City......... 67 
Connell, J. M., Shoe (o., So. Braintree, 

MN Wiacdesde-oe seks 66:a6.0Cekue essa oeet 7 
Dyer & Hall, Inc., Auburn, Me............ 25 


Eaton, Charles A., Co., Brockton, Mass.... 63 
Ebberts, John, Shoe Co., Buffalo, N. Y..... 68 
Edwards, J., & Co., Phila., Pa...61, 4th Cover 
Evans, L. B., Sons Co., Wakefield, Mass.... 62 


Gilbert Shoe Co., Thiensville, Wis........ 8, 66 


Hill Bros., Hudson, Mass.................. 10 
Horwitz, Vincent, Co., Inc., New York, City 62 
Hoyt, F. M., Shoe Corp., Manchester,’N. H. 58 


Ideal Baby Shoe Co., Danvers, Mass....... 66 
Kendall Shoe Co., Haverhill, Mass......... 60 
Midvale Shoe Co., St. Louis, Mo............ 1 


Mishawaka Rubber & Woolen Mfg. Co., 
EE TEI, sc ash od bcw'eeebed Heise cc 


Musebeck Shoe Co., Danville, Ill........... 5 


ae Bridge Shoemakers, Lynchburg, 
$0C4b hes 06.0000 26H 5500000 senres ceed 52- 
Nettleton, A. E., Syracuse, N. Y.......... 58 
Norridgewock Shoe Co., Inc., Norridge- 
CMR oars oberbnessvens aes boeuasoss 
O'Donnell Shoe Co., St. Paul, Minn........ 63 
Old Colony Shoe Co., Brockton, Mass....... 58 
Packard, M. A., Co., Brockton, Mass....... 58 


Rice-O’ Neill Shoe Co., St. Louis, Mo..2nd Cover 
Richards & Brennan Co., Randolph, Mass.. 58 
Roberts, Johnson & Rand, St. Louis, Mo... 37 


Roth Shoe Co., Phila., Pa................. 70 
Sandler, A., Boston, Mass................. 64 
Schwartz & Herder, Inc., Phila., Pa....... 70 
Shaft-Pierce Shoe Co., Faribault, Minn..... 66 
Sherwood Shoe Co., Rochester, N. Y........ 54 


Smith, J. P., Shoe Co., Inc., Chicago, III]..59, 68 
Strohbeck, Chas. W., Inc., Brooklyn, N. Y. 23 


Stacy-Adams Co., Brockton, Mass.......... 58 
Stetson Shoe Co., So. Weymouth, Mass..... 33 
Walden & Perry, Inc., Lynn, Mass......... 68 
Wiswell-Everston-Santry Shoe Mfg. Co., 
TE PEW os 06 te sneeeboes axes 66 


a Hide and Leather Co., wore: - 


Barrett & Co., Newark, N. J........ 3rd Cover 
ee & Almy Chemical Co., Cambridge, 
Mass 46-47 


Evans, John R., & Co., Camden, N. J. .40-41 


Levor, G., & Co., New York City.......... 3 
Northwestern Leather Co., Trust, Boston, 
BHAEB, § cccccccccccccsccescevcccecccccece 45 
Ohio Leather Co., Girard, Ohio............ 39 
Surpass Leather Co., Phila., Pa........... 43 
Young, Richard, Co., Boston, Mass......... 43 
Ziegel Eisman Co., Boston, Mass.......... 43 
MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston, Mass.......... 80 
Conaway-Winter Studios, Brooklyn, N. Y... 31 
United Last Co., Boston, Mass............. 36 
United Shoe Machinery Corp., Boston, 
BERR, Sac ccccccetecdcvcovccecdndc® 42, 65, 71 


United Fast Color Eyelet Co., Boston, Mass. 79 


SHOE ACCESSORIES 


~ -4 Rubber Products, Inc., New York ™ 
Rauh, 8., & Co., New York City.......... 57 
Coty Shoe Finding Mfg. Co., Chicago, “ 
ter tins ths een AL 
Vamp-eez Co., New York City...........- 64 
Williams Mfg. Co., Portsmouth, Ohio...... 60 
Narrow Fabric Co., Reading, Pa.......... 61 
National Buckle Co., New York City...... 67 
SHOE STORE EQUIPMENT 
Camden Arteraft Co., Chicago, Ill......... 75 
Dodge, E., Boston, Mass...........ssseeees 75 
Milbradt Mfg. Co., St. Louis, Mo......... 75 
Shoe Form Co., Auburn, N. Y............. 64 
MISCELLANEOUS 
George Washington Hotel, New York City. 76 
Hotel Belvedere, New York City.......... 67 
Hotel Forrest, New York City.............. 67 
Hotel Shelton, New York City............ 67 
Hotel Vanderbilt, New York City......... 75 
Kirsch-Blacher Co., New York City........ 75 


Middlesex School of Podiatry, Boston, Mass. 76 


Paramount Souvenir Adv. Co., New York 
City 75 
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Simon, L., & Co., New York City......... 75 
United Hotels of America................: 59 
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They Still Respect Quality 


[CONTINUED FROM PAGE 70] 


and $10.00 for shoes in this town, and 
that’s all there is to it.” 

“Listen,” our representative argued. 
“Let me prove to you that you're all 
wrong. I KNOW they’ll pay $8.50 and 
$10.00 and as much as $12.50 if they’re 
convinced that they’re getting really 
fine values fr their money—and I’m 
going to show that it can be done. Just 
let me keep my trunks opened here in 
your store and my shoes displayed for 
the next two days, and let me use your 
telephone, and II] show you how to sell 
shoes.” 

Our salesman was on his mettle. He 
wes determined he was going to wake 
that merchant up to the possibilities 
around him, so he went to work on the 
telephone with blood in his eye. He 
called up every lawyer, dentist, doctor 
and prominent business man in town 
and asked them all to come down to the 
dealer’s store to see one of the finest 
displays of men’s quality shoes that had 
ever been brought to the city. 

During those two days our repre- 
sentative took actual orders for 101 
pairs and only fourteen pairs of them 
were $8.50 shoes. The rest were $10.00 
and $12.50 shoes and several orders 
were for more than one pair. Think 
of it—over $1,000 business he dug up 
in that sleepy little Georgia town in 
two days—and all of it was the result 
of simple, homespun, honest-to-God, 
earnest salesmanship. 

There isn’t any mystery about selling 
fine shoes—there isn’t any secret about 
it that the clerks in your store can’t 
master—it’s merely a matter of show- 
ing fine shoes to every customer and 
explaining their advantages. 


Return of Full Dress Suit 
[CONTINUED FROM PAGE 24] 


largest seller, however, as this is cor- 
rect with either full dress or the 
tuxedo, and the great majority of men 
will favor this as in the past. 

For formal afternoon the cutaway 
type of coat in oxford gray continues 
to be worn with striped trousers of a 
light shade of gray.: Very popular also 
is the short oxford gray jacket with 
waistcoat of the same material and the 
striped trousers to complete the en- 
semble. The shoes to be worn with 
the above are patent leather oxfords, 
light weight cap-toe leather heels, bal 





pattern, as shown on page 24. 
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EYELET « « 
PERFORATED BOWS 


The popularity of perforated footwear for 
Summer wear has brought out the ornamental 
possibilities of Visible Eyelets. As the weather 
grows cooler, eyelet perforated bows will be 
found on pumps, as the vogue for eyelet perfo- 
rated accessories promises to carry over to the 
Fall. Pumps, with eyelet perforated bows, will tie 
up with eyelet tailored hand bags which con- 
tinue in favor. The development of the Invincible 
setting, with its smooth roll-back clinching surface, 
has made Fast Color Eyelets practical for orna- 

mental purposes ...a variety of styles and 


colors to choose from. 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 
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DESIGNER 





nding 


Box TOES have consistently satisfied 
these six important people over a period of years . . . antici- 
pating every individua) need, 

Reproducing the most delicate lines . . . Conforming readily 


to the last... Assuring absolute uniformity... Easy to work Yulco Unit Box Toes are universally se- 
with .. . Thoroughly dependable . .. Comfortable and Stylish. lected for their unquestioned superiority. 


BECR WITH » MEG» COMPANY 


MANUFACTURERS VULCO PRODUCTS 


STATLER BLDG. BOSTON, MASS. 
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